should 
be more truly a day of thanks- 
giving than a day of feasting. 
We should be thankful that we 


business 


4 much opportunity to serve our = ij hi SE 
neighbors. We should be AS 
thankful that we have weath- ON 


are engaged in an essential 


in which we have 


that the horizon—with a favor- 
able spread between the cost 
of feed and market prices for 
poultry and dairy products— 


\' 


SAY 


NN 


ered the business storm and il Z ig 


is brighter than in many 
years. We should be thankful 
for our homes, our families and 
our friends. 
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Showing the 
New 40-18" Bar-Nun 
Grinder Direct 
Connected to 

100 Horse Power Motor 


You expect ‘“‘Service and Satisfaction’? from 
any new machine that you place in your 
plant. That is just what you get when you 
install a Bar-Nun Grinder, because Bar-Nuns 
have been designed and built by B. F. Gump 
Co. with one thought in mind and that is, to 
“Produce the best hammer mill that man and 
tools can build,’’ and then sell it at a fair price. 


Since the recent addition of three new sizes 
and the table feed model, there is a Bar-Nun 
Grinder to fill the requirements of any flour 
or feed mill. 


Write for the complete facts and details 
on the best hammer mill, Bar-Nun. 


The 40-18'' Bar-Nuu shown above is equipped 
with a Draver Feeder to give accurate control 
of capacity; an Automatic Expeller to remove 
stones, iron and foreign materials; Ammeter 
and Compensator to permit accurate check up 
on running conditions; S.K.F. (heavy duty) 
Ball Bearings; and tempered steel, corrugated 
Beaters that cut, grind, and hammer. 


Other outstanding features include the heavy 
‘boiler plate’’ construction mounted on a mas- 
sive cast iron base; ease and quickness with 
which screens may be changed and the fact 
that it is shipped complete with collector and 
piping. There are no extras to buy. 


[3.F.GUMP G, 


ESTABLISHED 1872 
442-446 S. Clinton St., Chicago, Il. 


Manufacturers of 


DRAVER FEEDERS, BAR-NUN GRINDERS, VIBROX PACKERS, LE PAGE CORRUGATION, 
EDTBAUER NET WEIGHERS AND JUBY DRIVES 
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ere’s something 


the FARMER 


Can Put Into 


ROFITS 


VERY farmer knows that it’s good business 

to put money into feed if he can get it back 

with a profit. But he wants to know—he wants 

to be sure—that his feed dollars will be profitably invested. 

You, the dealer, can do him a genuine service by remind- 
ing him of these important facts: 


1 Feed prices are lower today than for many years— 
¢ lower than a year ago by close to 35% on the en- 
tire line of Wayne feeds. 


2 These feed dollars that the farmer saves through 
¢ lower prices help to offset the lower prices he gets 
for the animals he markets. 


3 His net -profit—and that’s what counts—will be 

° greater if he combines Wayne Feeds with his home 
grown grains than if he feeds his own materials 
alone. 


It pays to use Wayne! The quality is high—the prices 
are low. And the farmer gets more than feed for his 
money when he buys Wayne. He gets the help of our nutri- 
tional staff of seven recognized authorities. What to feed, 
how to feed, how to care for farm animals—thousands of 
questions are answered by this staff annually. Many book- 
lets and folders are written by them and distributed through 
dealers to their customers. 


What we do to help farmers ‘“‘feed Wayne for profit’’—and 
what we do to help dealers sell Wayne Feeds—is an interest- 
ing, many-sided story. Just drop us a line and we'll give 
you a complete picture of the Wayne proposition to dealers. 


ALLIED MILLS, 


EXECUTIVE OFFICES: CHICAGO 
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Full Line...In ONE 


Gold Medal Dealers unload a full line of Manufactured 
Feeds, Mill Feeds and Flour—All from ONE Car! 


They operate under the Gold Medal Mixed Car Plan— 
the modern common-sense method of purchasing feeds 
and flour—the plan that not only works for their con- 
venience, but saves them money in six different ways. 


1. They do business on less capital. 2. They triple their 
turnover, getting three profits instead of one. 3. Their 
stocks are always fresh. 4. They need less warehouse 
space. 5. They lower their inventory. 6. They offer 
their trade the highest quality merchandise under the 
best known and advertised brand, “Gold Medal.” 


Their purchasing dollars are all working for them, not 
tied up in surplus stock waiting for purchasers to turn 
them into profits. Instead of buying three cars, one 
each of Manufactured Feeds, Mill Feeds and Flour at 
approximately $2,100, Gold Medal Dealers simply buy 
ONE CAR that contains all items at approximately 
$700! Their purchasing dollar does the work of three! 


They sell feeds that are “Farm-tested” for profit to the 
feeders. 


The Gold Medal Mixed Car Plan is just one of the many 
Gold Medal features designed to increase dealer profits. 
It is simply another indication of the co-operation which 
the World’s Largest Milling Organization gives its deal- 
ers. Write for particulars about the Gold Medal Fran- 
chise in your territory—find out the full list of reasons 
why Gold Medal is the most profitable line to sell! 


WASHBURN CROSBY COMPANY 


of 
GENERAL MILLS, INC. 


GOLD 
MEDAL 
DAIRY 
RATION 


is approximately 
37% lower than 
last year 


GOLD MEDAL 


FEEDS 


“FARM-TESTED” why not now? 
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The curve of Feeds 
and Grain price 


levels is turning 


1929 


G rains— Mill Feeds —Linseed— Cottonseed — Gluten 
Meal have all advanced. 


Mixed Feed prices must follow! 


Do not hesitate to buy and carry reasonable stocks 


on hand. 


A very definite change has occurred which must and will 


continue to carry the curve line further IIPWARD. 


Chicago, Illinois ARCADY FARMS MILLING COMPANY Kansas City, Missouri 
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Southern Manufacturers Face Future 
With Renewed Confidence 


Hawley Elected President at Memphis 


URNING their backs upon the 

past and facing the future with 

renewed confidence, members of 
the Southern Mixed Feed Manufactur- 
ers association assembled for the sixth 
annual convention at the Hotel Pea- 
body, Memphis, October 13, 14 and 15. 
The attendance comprised a small but 
determined gathering which decided to 
iet bygones be bygones as far as the 


L. R. Hawley 


depression was concerned and work dil- 
igently to make the best of the days 
ahead. 

L. R. Hawley, Quaker Oats Co., 
Memphis, was elected president of the 
association; J. M. Wilson, Meridian 
Grain & Elevator Co., Meridian, Miss., 
was chosen vice president and H. L. 
McGeorge, Royal Staf-O-Life Mills, 
Memphis, was named treasurer. 

Directors chosen were E. Wilkinson, 
Western Grain Co., Birmingham, Ala.; 
G. G. Keith, Hermitage Mills, Nash- 
ville, Tenn.; C. B. Fretwell, Spartan 
Grain & Mill Co., Spartanburg, S. C.; 
J. L. Marshall, Kentucky ‘Feed Mills, 


Louisville, Ky; J. B. Edgar, Happy 
Feed Mills, Memphis, Tenn.; C. L. 
Whyte, Whyte Feed Mills, Pine Bluff, 
Ark., and A. F. Seay, Ralston-Purina 
Co;,. St. Eons: 

Mr. Wilkinson, retiring president, in 
his annual address which opened the 
convention, urged the members to carry 
on despite present business conditions. 
He reviewed the association’s activities 
for the past year, and pointed out the 
fact that the members enjoy the friend- 
ly cooperation of control officials in all 
of the states in which they operate. 

Dr. J. W. Sample, Tennessee super- 
intendent of agriculture, stressed the 
importance of uniform feed laws and 
declared that much progress had been 
made in recent years in this respect, 
partly because of the help offered by 
the manufacturers. 

Harry D. Wilson, Louisiana commis- 
sioner of agriculture, opened the second 
day’s session with a discussion on cot- 
ton. He said that the chief difficulty 
of the South was not overproduction 
but underconsumption and advocated 
the improvement of the quality of the 
crop. 

Services of the United States depart- 
ment of commerce were offered by 
George J. Carr, Washington, D. C. He 
declared that American made feeds, be- 


JOE WERTHAN has been elected 
president of the Werthan Bag Corp., 
Nashville, to succeed the late Morris 
Werthan. He was promoted from the 
position of treasurer, and will be re- 
placed in that capacity by Albert Wer- 
than. The Werthan corporation manu- 
factures bags for all purposes, and is 
one of the largest firms of its kind in 
the country. Joe Werthan’s many 
friends wish him continued success in 
his new capacity. 


EDWARD S. DECKER, district 
sales manager, Russell-Miller Milling 
Co., Minneapolis, returned recently 
from a six week’s business trip in the 
East. 
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cause of their quality, were more in 
demand abroad than many other com- 
modities produced in this country. 

“Even now,” he said, “export busi- 
ness can be obtained by intelligent ef- 
fort on the part of the manufacturer 
and it is the function of the United 
States department of commerce to pro- 
vide information on how it can be se- 
cured.” 

The morning session of the closing 
day of the convention was devoted to 
business discussions and the election of 
cfficers. 


Competition in the golf tournament 
conducted during the afternoons of the 


conclave was unusually keen. E. P. 
MacNicol, Memphis, secretary of the 
association, walked away with high 
honors, having the low gross score of 
79. 

The annual banquet was held Wed- 
nesday evening of the convention. Mr. 
Wilkinson was presented with an at- 
tractive fishing rod in honor of his 
faithful services as head of the organi- 
zation. 
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A. B. CONKEY, G. E. Conkey Co., 
Cleveland, was a visitor at the offices 
of The Feed Bag, October 19. Mr. 
Conkey is laying the groundwork for 
the expansion of the firm’s feed business 
into the western and middle western 


states. An extensive national radio 
and magazine advertising campaign has 
been launched by the company to pro- 
mote the sale of feed to the consumer. 


EQUIPMENT: BULLETINS 


Sprout, Waldron & Co., Inc., Muncy, 
Pa., has ready for distribution its new 
feed mixer catalog, corn cutter bulletin 
and rotary percentage feeder bulletin. 
The catalog and bulletins are illustrated 
throughout and contain much valuable 
information. Copies will be sent to 
any dealer or manufacturer on request. 


House Organ Helps Feed Firm 
To Collect Accounts 


DINBORO Cooperative associa- 

tion, Edinboro, Pa., in its current 

house organ, “Cooperative 
News,” which it sends to the trade in 
its territory, presents a convincing ar- 
gument on the reasons why delinquent 
patrons should pay their bills. 

“Here is some sad news,” reads the 
article. “Generally we are looking at 
the bright side of the feed business and 
looking ahead to still further increase 
the farmer’s income by reducing his 
costs, etc., and also helping him in his 
tight pinches by allowing him a limited 
credit, such as the milk situation this 


ETTER BUILT 


BAG FACTORIES ... COTTON MILI ... BLEACHERY 


TALK AsBout Bacs! 


(Quoted from Customers’ Letters) 


‘‘We appreciate what you have 
done in this respect as well as 
on everything else. 
admit that we have never had 
such cooperation from any 
other bag concern.” 


Werthan Bag Corporation 
NASHVILLE ... NEW ORLEANS 


We must 


WV ERTHAN 
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spring made. We told quite a few of 
our good friends who were held up on 
their milk checks and when they did 
come were so small as to be sickening, 
we would let them have some of their 
seeds, fertilizer, etc., on time in order 
that they might not be delayed in their 
planting, as far as our ability to do so 
could go. Now then, since milk checks 
have been so small, these good friends 
have been unable to pay these bills as 
promptly as they would like and it has 
made it hard for us to pay for these 
goods and has made it necessary for 
us to tighten our credit strings. 

“If you have a bill on the books 
which is over 30 days old, please do 
us a favor by paying for the goods 
which you may buy in the future, as 
we cannot extend further credit without 
jeopardizing our own interests, and we 
must protect our own stockholders and 
friends. You will find our prices are 
as low and sometimes lower than our 
competitors’, so that you cannot afford 
to pay more for the same class of goods 
elsewhere. Nuf ced.” 

Cooperative News, in addition to con- 
taining interesting articles for farmers, 
carries advertisements. It has helped 
the Edinboro Cooperative association to 
build new business and gain good will. 
The Feed Bag will gladly furnish in- 
formation and suggestions to dealers 
who are interested in issuing a house 
organ. 


New Richmond Dealers 
Seek Lower Rates 


Members of the New Richmond Dist- 
rict Dealers club will request power 
companies serving them to reduce their 
rates, it was decided at a meeting held 
at the Hotel Beebe, New Richmond, 
Wis., Tuesday evening, October 20. 
More than 40 feed men, representing 29 
retail stores, attended. 

Speakers were S. E. St. John, Red 
Front Flour & Feed Co., Eau Claire, 
president of the Central Retail Feed 
association, who reviewed the recent fall 
convention held by the organization at 
Eau Claire, September 28, and G. A. 
Hillier, Eau Claire State Teachers col- 
lege, who gave an inspiring sales talk. 

Power rates were the chief topics of 
discussion at the meeting. The mem- 
bers decided that they would call per- 
sonally on companies serving them and 
request a reduction, to enable them to 
operate custom grinding service on a 
more profitable basis. 

The next meeting of the New Rich- 
mond club is expected to be held in 
November. W. B. Griem, chief chemist, 
feed and fertilizer inspection division, 
Wisconsin department of agriculture 
and markets, Madison, has agreed to 
speak. 
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Will Chains or Independents Handle 


Nation’s Feed Business 
Both Sides of a Much Discussed Question 


HE ideas behind chain stores are 
not mysterious. Dealers who 
start chain stores unquestion- 
ably have been making money with one 
store and feel they can make more 
money with two, three, four, and so 
on. Manufacturers who start chains 
usually do so to assure retail outlets 
for their products in certain territories. 
When they buy stores, it is usually to 
protect business that has been devel- 
oped for or by them and which they 
might lose if they did not step in and 
take over existing distribution facilities. 
We have never talked with a feed 
manufacturer who did not prefer to sell 
to the consumer through established in- 
dependent retail feed dealers. This pref- 
erence is logical because manufacturers 
have enough of their own problems. 
They were forced into chains to get and 
protect retail distribution of their pro- 
ducts. 
Dealer or Manufacturer 


Some men in the industry believe we 
have manufacturers’ chain stores be- 
cause so many retailers are now in the 
manufacturing business. We do not be- 
lieve this because we had chains before 
we had many local mixers. In the past 
two years, too, local mixing has _ in- 
creased away out of proportion to the 
comparatively slight increase in manu- 
facturers’ chain store activity. If a war 
is in progress, between local and transit 
mixers, practically all the fighting is 
now being done by the dealer-manufac- 
turers. 

Digressing from our subject for a 
moment—if you want to make your 
own line of feed and feel you are cap- 
able of doing so, install proper equip- 
ment and go to it. If you want to re- 
main a dealer, however, it’s up to you 
to merchandise some advertised line of 
commercial feed as well as your own 
locally mixed brands. There will always 
be a demand for standard advertised 
commercial feed and some store—inde- 
pendent or chain—will fill this demand 
if you don’t. 

Chain Store Advantages 

Now, let us consider some of the ad- 
vantages of chain feed stores: 

1—High Priced Brains—Capable 
Management. 

2.—Buying Power—Lower Prices. 

3.—Quality Merchandise — Standard- 
ized and Complete Stocks. 

4—Accounting Control — Knowledge 
of Costs, No Credit Problem. 
5.—Standardized Merchandising Plan 
—Store Layout and Display, Strong 
Advertising, Expert Service to the Con- 
sumer, Alert Study of Buyers’ Wants 
Which Are Everchanging. 
6.—Adequate Capital. 


By David K. Steenbergh 


How do these advantages compare 
with those of the independent feed 
dealer and has the chain store any dis- 
advantages? We could follow our list 
just given with another list of disad- 
vantages and two more lists of the ad- 
vantages and disadvantages of the in- 
dependents. But we will take less of 
the valuable time of this convention 
and better express the ideas which we 
wish you to carry home if we just con- 
sider our first list, point by point. 

High Priced Brains—Capable Man- 
agement—The great Atlantic & Pacific 
Tea Co. believes that 80 per cent of its 
success is due to management, while 
only 10 per cent is due to store loca- 
tions, 5 per cent to system and 5 per 
cent to buying power. Chain stores 
can and do hire experts—the highest 
priced brains in their lines in the coun- 
try—to supervise their general manage- 
ment. The bigger the chain, the smaller 
the cost of the service of these experts 
to each store. So we have put high 
priced brains and capable management 
first on the list of chain store advan- 
tages. 

One, two or a dozen experts, how- 
ever, cannot run a chain and all chains 
are as strong as their weakest links. 
No chain can afford to pay “expert” sal- 
aries to store managers and all chains 
are worried by the store manager prob- 
lem. A good feed store manager is 
even harder to hire than a good grocery 
store manager. Feed store managers 
must have specialized knowledge. They 
must know feeding as well as their 
feeds. They should know and under- 
stand the individual circumstances and 
problems of each of their customers in 
order to serve them properly. 


Personality in Business 

The owner of an independent feed 
store should be a higher priced man and 
considerably more capable than the av- 
erage chain store manager. He should 
have a better knowledge of his com- 
munity and his customers. He has a 
free rein and should be able to put more 
personality into his business. He has 
every opportunity to study the manage- 
ment and merchandising methods of the 
expert-controlled chains and adapt them 
to his own circumstances and require- 
ments. 

The independent feed store proprie- 
tor can then use the ideas and plans 
of the chain experts without contribut- 
ing to their cost. He has the advantage 
over the experts in that he need not 
depend on a manager to see that these 
plans are put into effect. He is person- 
ally in his store and can see that his 
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employees are constantly on the job, 
and carrying out his orders. 

Buying Power—Lower Prices—The 
chain store advantage of buying power 
is generally over estimated. Whatever 
advantage does come from centralized 
purchasing is often offset by the cost 
of warehousing and redistributing in 
small quantities. The A. & P. figures 
that only 5 per cent of its success is 
due to buying power and we believe 
even this small advantage is so reduced 
that it becomes practically negligible 
when a chain feed store is compared 
with an efficiently operated independent 
feed store. 

Feed is universally sold on a carlot 
basis and millers and manufacturers will 
seldom offer ten cars at any lower price 
than one. Dealers who buy in car lots 
are practically on the same basis as 
chains with respect to buying power, 
but this parity is sacrificed when pur- 
chases are made on a mixed car, l. c. 1. 
or trucklot basis. Feed dealers who do 
not wish to lose their buying power to 
competitive chains should concentrate 
on one or two standard lines and buy 
everything—except for an occasional 
mixed car of miscellaneous supplies—in 
car lots. 

When chains have lower prices than 
independent feed dealers it is usually 
due to reasons other than buying power. 
One common reason is that the aver- 
age dealer is inclined to permit his re- 
tail prices to lag behind wholesale prices 
on every downward movement. Chains, 
on the other hand, are invariably quick 
to adjust their prices to the market on 
both upward and downward movements 
and they build much good will on all 
declines. The independent dealer, too, is 
slower raising his prices on upward 
movements but few of his custom- 
ers remember this generosity when the 
dealer maintains old price levels despite 
market declines. It always pays to close- 
ly follow the market both up and down, 
and if you do this, the chains will sel- 
dom beat your prices. 

Quality Merchandise — Standardized 
and Complete Stocks—Practically all 
chain store men attribute much of the 
success of their enterprises to the fact 
that they handle quality merchandise. 
Wherever possible, they handle adver- 
tised quality merchandise and we heard 
a story the other day about how the 
Red Owl stores, catering to farmers of 
the Northwest, would not handle Palm- 
olive soap, even though nationally ad- 
vertised, until Palmolive agreed to 
change its traditional policy and place 
some space in farm papers. Chain store 
executives know there is more consumer 
demand and more consumer acceptance 
with advertised quality products than 
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with a miscellaneous line of unknown 
and possibly doubtful merchandise. Ad- 
vertised quality products are always eas- 
ier to sell. 


Chain stores, of course, have no 
monopoly on advertised quality pro- 
ducts. Every dealer at this convention 
can stock his store and warehouse with 
quality lines of merchandise if he cares 
to and we believe that independent deal- 
ers of the feed industry can well afford 
to learn the lesson of handling quality 
products from the chain stores. 

It has been a long time since any 
month has passed in which we have 
not handled our share of trade com- 
plaints from retail feed dealers, both as 
managing editor of The Feed Bag and 
secretary of the Central Retail Feed as- 
sociation. And in many cases, it has 
been .our experience that the complaints 
resulted from the fact that the retail 
dealer bought merchandise he could not 
be sure of from some firm he knew 
nothing whatever about. He probably 
placed his order to save from 25 cents 
to $1.00 a ton and in the long run his 
attempted thrift proved to be false 
economy. 


Feed dealers, in common with the rest 
of the feed industry, are inclined to put 
too much emphasis on price tags. They 
are always watching the market and 
trying to buy a little cheaper than their 
competitors, when they really would 
make more money if they watched the 
quality of their merchandise and tried 
to buy a little better instead of a little 
cheaper. 

Quality or Price 7 

Feed dealers and feed manufacturers, 
just like dealers and manufacturers in 
other lines of business, must decide 
first of all whether they want to make 
or handle a line of feed to be sold com- 
petitively at a price, or to make or sell 
a quality line of feed which they be- 
lieve will produce the most results for 
each dollar expended. Many manufac- 
turers who make a quality line of feeds 
tell us they have great trouble finding 
dealers willing to follow their merchan- 
dising plans and sell on a quality rather 
than a price basis. Any attempt to sell 
a quality product on any basis except 
that results determine value is ruinous 
to both manufacturer and dealer. 


Now for a few words on standardized 
and complete stocks. Chain stores are 
always alert to the wants of their cus- 
tomers and make every attempt to 
handle every product which they can 
reasonably expect will be required by 
their trade. They do not, however, try 
to handle every make of every product 
but concentrate or standardize on one 
or two complete lines. 


Many feed dealers, on the other hand, 
have too many different lines of pro- 
ducts and handle too few different kinds 
of products. Chain stores have no mon- 
opoly or patent on standardized and 
complete stocks and their practice along 
these lines should be followed by inde- 
pendent feed dealers who expect to suc- 
ceed. 
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Accounting Control — Knowledge of 
Costs, No Credit Problem—Many feed 
dealers operate their businesses with 
very poor bookkeeping systems and 
have practically no knowledge of their 
costs. They are easy marks for the 
fellows who say “charge it” and they 
are poor collectors. Despite the fact 
that the farmers use feed, seeds and 
fertilizer purchased from feed dealers 
to produce their income, the feed deal- 
ers are usually the last merchants the 
farmers pay. 

This condition can only be remedied 
by the feed dealers themselves and it 
must be remedied if feed dealers are 


A. L. Flanagan 


Mr. Flanagan, president, Milwaukee Grain 
& Stock exchange, was elected to the board 
of directors of the Grain & Feed Dealers 
National association at the recent annual con- 
vention heid at Houston, Tex. 


to successfully meet chain store com- 
petition. Chain stores know their costs 
and invariably sell for cash. They pro- 
tect their profits by knowing their costs 
and they keep their working capital in- 
tact by selling for cash. The Feed Bag 
has long been waging a campaign to 
get more and more independent feed 
dealers on a cash basis and we are 
proud to be able to say that this cam- 
paign is producing results throughout 
the country. There is still much work 
to be done and we urge every feed 
dealer who hears or reads this little 
talk to consider his own cost account- 
ing and book account problem. Install 
a bookkeeping system which will enable 
you to know the cost of selling the 
merchandise you handle and, if it is at 
all possible, change your business to a 
strictly cash basis. 

Standardized Merchandising Plan— 
As the result of expert brains and their 
supervisory departments, chain stores 
all operate with standardized merchan- 
dising plans. Everybody in a chain 


store organization, from the president 
to each clerk and delivery boy, knows 
what this plan is and what he must do 
to make it successful. 


The plan, as we 
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have indicated, includes clean, conven- 
ient stores with real merchandising dis- 
plays, strong advertising, expert service 
to the consumer, alert study of the ever- 
changing wants of the trade and many 
other things. 

Feed dealers can have the advantage 
of these chain store merchandising plans 
without paying any part of their cost. 
Visit the various chain stores in your 
community—feed stores, grocery stores, 
drug stores, furniture stores, mail or- 
der stores, etc. Note the clean, attrac- 
tive appearance of these stores, the con- 
venience of their layouts, the methods 
they use to display their merchandise 
and then go back to your own store 
and get to work. Buy something at a 
chain store and study how the clerk 
Or manager who waits on you attends 
to your purchase. Collect and study 
every bit of chain store advertising 
which comes to your attention and 
copy the best of the ideas you find in 
your own advertising in your local 
newspaper and the direct mail which 
you do or should send to your custom- 
ers and prospects. 

Personalize Your Service 


Give every possible service to your 
customers. Be sure that each customer 
knows the advantages of the merchan- 
dise you sell him and be sure that he 
knows how to use the products you sell 
to best advantage. Put your own per- 
sonality in this service and study the 
circumstances and requirements of each 
of your customers as well as the quali- 
ties and uses of the products you handle. 
Talk individual problems over with 
your customers and find out what your 
customers are thinking about, what 
products you have or should get which 
your customers would like to buy. Keep 
in touch with your state agricultural 
colleges and experiment stations, and 
with the literature which these _insti- 
tutions are constantly sending to your 
customers. 

You can do all these things just as 
well as any chain store and being a 
higher priced man and presumably a 
better man than the average chain store 
manager, your merchandising plan 
should be carried out to even better 
advantage than the standardized merch- 
andising plans of the chains. 

Adequate Capital—It seems unneces- 
sary to comment at much length on 
the advantages or necessity of having 
adequate capital. Chain stores are in- 
variably properly organized and having 
an adequate capital is an important part 
of proper organization. We cannot tell 
you how to get adequate capital in your 
business if you do not have it already 
but we presume most of you have ade- 
quate capital or would have adequate 
capital if you did not have it tied up 
in idle physical property and equipment, 
dead stocks and accounts receivable. If 
your capital is tied up in these ways so 
that you are having difficulty conduct- 
ing your business and buying as you 
should, there is no time to be lost in 
changing your methods, if you wish to 


(Continued on Page Twenty-five) 
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FORTIFY YOUR MASHES FOR 


Winter Egg Production 


WITH NOPCO XX COD LIVER OIL 


O matter how much mineral they 
eat, hens cannot make strong, 
smooth egg shells without adequate Vitamin 
D which makes utilization of minerals pos- 
sible. The sure way to provide for this need is 
to put Vitamin D in the ration. This is par- 
ticularly true in winter when the hens get 
little or no direct sunlight. 
Nopco XX is reinforced with a Vitamin D con- 
centrate from cod liver oil and is of a standard 
potency not found in straight unfortified cod 
liver or fish oils. When fed as recommended, 
it provides adequate Vitamin D with a margin 
of safety. That’s why Nopco-fed hens put a bet- 
ter “package” around their eggs. 
Poultrymen feed Nopco XX Cod Liver Oil for 
increased egg production; improved shell 
strength and egg quality; flock health and dis- 
ease resistance; better hatchability from the 
Sock. The egg shell is the “package’’ 
costs less to adequately protect your mashes =o; the hen’s product. Thestrong, 
in Vitamin D with Nopeco XX than with un-_ well-made shell made _ possible 
fortified oils. Write for details on Nopco XX by 
ation, will w essure 
cooperative merchandising plan which of 10 to 11 lbs., which 
uilds business for feed mixers. the breaking strength. 
Nearly 700 feed manufacturers fortify their 
mashes with Nopco XX. Are you one of them? 


NATIONAL OIL PRODUCTS CO., INC. 


BOSTON CHICAGO SAN FRANCISCO 
EXECUTIVE OFFICES: 38 ESSEX ST., HARRISON, N. J. 
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W. M. STEINKE, vice president in 
charge of sales, King Midas Mill Co., 
Minneapolis, is back at his desk again, 
following an operation for appendicitis. 


O. O. KNUTSON, for the past seven 
years connected in various capacities 
with Northrup, King & Co., Minneapo- 
lis, will represent the firm in the east- 
ern Wisconsin territory with headquar- 
ters at the Raulf hotel, Oshkosh. He 
will work the general line of Sterling 
field seeds and commercial feeds and 
will also handle the packet seed end 
of the business. Mr. Knutson enjoys 
a wide experience in each of these fields, 
both from a merchandising and scien- 
tific viewpoint. His many friends in 
the trade wish him success in his new 
capacity. 
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Carefully Sifted for Feed Dealer Consumption 


is the result of satisfaction. 
Vitality-made feeds 


INills, Ine. 
Board of Trade Building 
CHICAGO 


Dependable feeds for poultry and livestock 


A genius is a man who can shift 
gears in an Austin without getting his 
face slapped. 

* * 


PASSING THE BUCK 
Newlywed: “That flour you sold me 
yesterday was certainly tough.” 
Dealer: “I don’t understand, ma’am.” 
Young Bride: “I made a pie with it 
and my husband sprained his wrist try- 
ing to cut it.” 


satisfy! 
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ELASTIC MEASURE 
Willie: ‘““Pa sent me for a piece of 
rope.” 
Feed Dealer: 
want it?” 
Willie: “Just enough to reach from 
the calf to the fence.” 


COMPLETE REMEDY 
Sarah: “Knee length skirts have re- 
duced street car accidents 50 per cent.” 
Harry: “Wouldn’t it be nice if acci- 
dents could be prevented entirely?” 
* 


SALES TALK 
Dealer’s Frau: “Before we were mar- 
ried you swore you would never look 
at another woman.” 
Dealer: “That was only a campaign 
promise.” 


“How long does he 


* * * 


CORNHAY WEAKLY NEWS 

Jeff Senfress sold a hog last week, 
using the proceeds to weigh the critter 
on one of them penny scales. 

Percy Spinfetter who is attending art 
school down East is reported to be do- 
ing considerable drawing on his paw’s 
checking account. 

There was an unusual amount of 
pranking done on Hallowe’en night, 
Constable Bunks having been hog tied 
to the flag pole in front of the owl’s 
club. 

Everybody’s talking turkey since Lem 
Jones, local feed dealer, announced that 
he would furnish free corn to feed 
Thanksgiving gobblers to those giving 
one to a needy family. 

* * * 


BAD, INDEED 

Two attorneys, one of them wearing 
a long look, met on the street. 

“Well, how’s business?” asked the 
first of the gloomy one. 

“Rotten,” he replied. “I just chased an 
ambulance ten miles and found a lawyer 
in it.” 

* * * 
BEATING ABOUT 

Feed Dealer: “Now, sonny, tell me 
why papa whipped you.” 

Son: “Gee, pop, don’t you know 
either.” 

*x* * * 


PROBABLY WOULDN’T 
Real Estate Ad Writer (knocking at 
heaven’s gate): “I’m from Florida.” 
St. Peter: “Go right in, but I don’t 
think you'll like the place.” 


PLENTY ARID 
“Doesn't it ever rain in this country?” 
“Rain? Why, there’s frogs in this 
town over five years old that ain’t 
learned to swim yet.” 


| 
| N 
| | 
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National Grain, 
Feed Dealers 
Want Government 
Out of Business 


ORE positive than ever in their 
convictions, members of the 
Grain & Feed Dealers Na- 
tional association, gathering at the 35th 
annual convention, held at Houston, 
Tex., October 12, 13 and 14, denounced 
government interference ‘with private 
enterprise and declared the agricultural 
marketing act an “utter failure.” Speak- 
ers thundered out facts to show the 
futility of the federal farm board, the 
officers of the organization flayed polit- 
ical racketeering in business, and in 
the general discussions held during the 
meeting the grain and feed men ex- 
pressed themselves as disgusted with 
the whole government scheme. 
Butler Reelected President 

Hugh A. Butler, Butler-Welsh Grain 
Co., Omaha, Neb., president of the as- 
sociation, opened the convention, with 
a straight from the shoulder address. 

“Before we can have a real return 
to prosperity,” he declared, “something 
must be done to remove the fear of 
government. Fear must be replaced by 
confidence. We must be made to feel 
that the government’s function is to 
govern, and not to own and operate 
any business in competition. with its 
citizens. 
we owe to individual enterprise and 
initiative.” 

Mr. Butler was reelected president of 
the association at the close of the con- 
vention. Other officers chosen were 
George E. Booth, Lamson Brothers & 
Co., Chicago, first vice president; W. 
W. Manning, Terminal Grain Co., Fort 
Worth, Tex., second vice president, and 
Charles Quinn, Toledo, secretary and 
treasurer. 

H. F. Mengden, president, Houston 
Merchants exchange, who followed Mr. 
Butler as a speaker on the opening day 
of the convention, traced the course 
of business during the past 20 years 
to the present movement of coopera- 
tive farming and marketing under gov- 
ernment control which he roundly be- 
rated. 

Award Membership Prizes 

Charles Quinn, secretary of the as- 
sociation, reviewed the organization’s 
activities for the past year, reporting 
a healthy balance in the treasury. He 
also devoted much of his address to 
open condemnation of the farm board 
and its practices. Prizes were awarded 
at the conclusion of his talk to those 
who obtained the largest number of 
new members. Winners were Alexan- 
der W. Kay, Hales & Hunter Co., Chi- 


All that we have as a nation’ 


cago, who received a gold clock; W. 
E. Peters, Tar & McComb Corp., Los 
Angeles, who was presented with a sil- 
ver inlaid brush set and I. C. Harden, 
Trans-Mississippi Grain Co., Omaha, 
who was also awarded a brush set. Mr. 
Quinn also read the report of Henry L. 
Goemann, chairman of the transporta- 
tion committee, who was unable to be 
present. 

Asher Howard, Winnipeg, Man., re- 
newed the attack on the federal farm 
board on the second day of the con- 
vention, blaming the high protective 
tariff for the present plight of the 
farmer. 

Brands High Tariff 

“The farmer,” he contended, “sells his 
products in the cheapest markets in 
the world in competition with every 
nation and buys his supplies in the 
highest priced market in the world. 
The protective tariff has increased the 
value of every factory and decreased 
the value of nearly every farm. In- 
dustries hidden behind tariff walls 
which no competitor can climb have 
pauperized the farmers of this country. 
Six million men in cities patronize free 
soup kitchens, and yet we are told it 
is a policy which protects both the 
farmer and the laborer.” 

A plan for correcting the present dis- 
ruption in the grain and feed business 
was outlined by James C. Murray, Chi- 
cago Board of Trade. 

“First,” he said, “we should demand 
of our government that it discontinue 
for good and all, directly or indirectly, 
the merchandising of commodities; 
second, that in its effort to assist the 
farmer, such advances as are made to 
cooperative organizations should be 
limited to a constructive program of 
education in organization and business 
principles; third, that loans should be 
made only at reasonable banking rates 
on a normal banking credit basis.” 

The second day’s program was con- 
cluded with a golf tournament for the 
men and a luncheon and bridge party 
for the ladies. In the evening a large 
crowd assembled for the annual ban- 
quet at the Rice hotel. Men who did 
not participate in the golf tournament, 
enjoyed a boat trip down the Houston 
ship channel. 

J. H. Caldwell, Purina Mills, St. 
Louis, recalled the progress of the feed 
industry, in a talk which opened the 
concluding day’s session. It is pub- 
lished elsewhere in this issue of The 
Feed Bag. Brief talks were also given 
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Hugh A. Butler 
Mr. Butier, Butler-Welsh Grain Co., Omah 


a 
Neb., was reelected president of the Grain & 
Feed Dealers National association at the re- 
cent convention. He has directed a vigorous 
campaign against government interference in 
business. 


by several members and a general busi- 
ness discussion was held. 

Directors elected for two-year terms 
to represent various markets and affil- 
iated organizations were FE. A. Boyd, 
Spokane, Pacific Northwest Grain Deal- 
ers association; F. A. Theis, Kansas 


City, Kansas City market; Henry 
Kearns, Amarillo, Tex., Panhandle 
Grain Dealers association; D. B. 
Kevil, Sikeston, Mo., Missouri Grain 


Dealers association; O. F. Bast, Minne- 
apolis, Minneapolis market; W. J. Ed- 
wards, St. Louis, St. Louis market; L. 
M. Swift, Lansing, Mich., Michigan 
Grain,. Feed & Hay Dealers associa- 
tion; A. H. Jankerson, San Francisco, 
San Francisco market; James H. Gray, 
Springfield, N. Y., New York State 
Hay & Grain Dealers association; R. 
W. Kent, East Providence, R. I., New 
England territory; L. H. Connell, Den- 
ver, Colorado Grain Dealers associa- 
tion; A. L. Flanagan, Milwaukee, Mil- 
waukee market; C. D. Sturtevant, 
Omaha, Omaha market; Carl J. B. 
Currie, Boston, Boston market and 
New England; R. M. Claggett, Snoho- 
mish, Wash., Feed Dealers Association 
of Washington. 

Directors:chosen for a one-year term 
were T. B. King, Central City, Neb., 
Nebraska Grain Dealers association, 
and Sam Mason, Sioux City, Ia., Sioux 
City market. 


MICHIGAN 

Ferndale Feed & Supply Co., Fern- 
dale, opened for business October 3, 
with a complete line of malts and hops 
and poultry rations and supplies. 

Paul Krieble, Hudson, recently in- 
stalled grinding and mixing equipment 
and held a grand opening, offering spe- 
cial bargains in feeds. 

F. Warners, Dutton, recently launched 
his new feed plant with a two-day open- 
ing. 
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WAKE UP A NEW DEMAND For your MASH FEEDS! 


Worm-Proof Your Mashes and Turkey Rations —— 


—wity STERLING TOBACCO POWDER. 


TURKEY BREEDERS depend upon it to safeguard — 


their flocks against Blackhead. © © @ @ 


Only a small amount of Sterling Tobacco Powder needed to 100 lbs. 
of your mash. This will deworm an entire flock of chickens or 
turkeys. No handling of birds. No starving period necessary. No 
laxatives needed. Costs only a few cents per bag of feed but the re- 
peat business it brings is most gratifying. 

Save your customers the time, labor and cost of individual treat- 
ments. And besides, give them this 


e EXTRA MARGIN OF BENEFIT— 


the mineral elements of Sterling Tobacco Powder bring about a 
quick reaction inrundown birds. Production and growth are stimu- 


HERE IS SOUND EVIDENCE 


Dear Sirs:—Find enclosed check to pay for 100 
lbs. Sterling Tobacco Powder to be shipped to Clover 
Leaf Mills, Kokomo, Ind. 

They are mixing the feed for us so will have the 
tobacco powder sent direct. 

Am glad to say Sterling Tobacco Powder has 
wrought wonderful results. Up to date we are 
feeding 700 turkeys which are weighing up to 16 
lbs. at 43 months of age. 

FRED H. WHITE, 
Route 4, Logansport, Ind. 


Geneva, Ind., June 1, 1931. 
Sterling Remedy Co. 
Dear Sirs: I enclose check for 300 Ibs. Sterling 
Tobacco Powder. You have the best tobacco 
powder which I have ever used. 
It has done good work in our turkeys, chicks, 


laying hens and horses and we have also used it 
with good results on young growing plants. 
Yours truly, AMOS KIRCHHOFER, Route 1. 


lated at once. Death losses stop. 


Send us a trial order of 100 Ibs. for $4.50 or 500 Ibs. for $17.50. 


STERLING REMEDY CO., 1401 Cypress, Louisville, Ky. 


Eaton, Ohio, June 3, 1931. 
Sterling Remedy Co. 

Dear Sirs: Enclosed find order for Sterling To- 
bacco Powder which fill and ship at once. 

We have turned over your name to the Eaton 
Feed Co., who are looking for a good tobacco 
powder. We are recommending yours as best for 
we used several hundred pounds last year in rais- 
ing 650 turkeys and we did not have a single case 
of blackhead. 

This year we are F oe eno on raising 1,500 with 
the aid of Sterling Tobacco Powder. 

Yours truly, MILLS BRONZE TURKEY FARM. 


Tobacco Powder 


FOR WINTER 
SWEET FEED MIXING 


Needs no heat. Adds molasses in 
any proportionstodairy and other 
feeds in coldest weather regardless 
of the ingredients without form- 
ing molasses balls. Makes fresh 
lump free feeds and increases 
sales of service and concentrates. 
A big drawing card that stimu- 
lates custom grinding and mixing 
business and returns a good profit 
on every ton of feed mixed. 
Would you like full information— 
Just ask for catalog, Sec. F. no 
obligation. 


SPROUT, WALDRON & CO., INC. 


MONARCH COLDMIX 


Belt or Motor 
Driven. 
Capacity 

214, 5 and 10 

Tons per Hour. 


Chicago Office: 9 So. Clinton St., Buffalo Office: 725 Genesee Bldg. 
Box 318 Flour Mill Machinery—Feed Mill Machinery—Grain Elevator Equipment— Muncy, Pa. 
Since 1863 Material Handling Equipment—Power Transmission Appliances. Since 1863 
Representatives conveniently located throughout the United States. 
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IT’S TIME In our neighorbood there were two dogs—a ferocious bull 
TO TURN ABOUT pup with ugly features and a lean, half starved canine of 

no breed in particular. Time after time the bull terrier 
spied the mongrel and with a few threatening barks and a dash forward sent 
him scampering to the safety of his own back yard. 


But one day as we stood watching what we thought would be the same old 
procedure, something surprising happened. Just as the big bull dog began his 
rush, the lank creature wheeled about, bristled his back and bared his fangs 
and emitted a series of businesslike growls. The bull terrier applied all of his 
brakes, came to a dead halt and cocked a surprised eye at his suddenly rejuven- 
ated adversary. Then he turned and lumbered back to his own yard. The 
lank canine is now ruler supreme of the neighborhood. 


As we observed this incident we could not help comparing it to business and 
the much over-discussed depression. For many months now depression has been 
chasing worry-ridden, weak-kneed business men down the street. They have 
lived in fear of its ugly mien and ferocious growl. 


We've had enough of this. Now is the time to bristle our backs, bare our 
fangs and send the bull dog of depression scampering to his own back porch. 


Hard times or otherwise, people must still eat. Milk and butter and eggs 
must still be produced. The only source of these commodities are farm animals. 


And the cows and chickens and hogs must consume feed so that the people 
may eat. 


Business DOES exist, but it’s harder to get. The merchandiser who sat 
with his feet upon his desk and caught the orders as they blew through the 
doorway isa historic figure of the past. Today, the successful dealer is bat- 
ting down orders with a broom and dragging them in by the scuff of the 
neck. The man with a pair of legs that are strong in the knees, a backbone 
unbroken in the middle and a brain unfettered by fear of the depression 
can still sell merchandise and make money. Until the entire population of 
the world is dead and petrified as an Egyptian mummy, there will be opportunity, 


There’s a new feeding season ahead. Let’s wheel around one of these days 
when we feel the bull dog of depression chasing us. Let’s bristle our backs and 
bare our fangs. Let’s do some real thinking and top that off with a good help- 
ing of hard work. And one of these mornings we’ll awaken to find that the 
bull dog of depression has left our neighborhood and the lady with the horn 
of plenty has come to live next door. 


—EmMIL J. BLACKY 
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Aeroplane View of the Cedar Rapids, Iowa, Mill 


Feeds that win 
are feeds that pay 


UAKER FEEDS are winners. They 

build profits for breeders and 
feeders. So they are feeds that pay 
you a profit. They do more. They 
build good will for you. That’s an- 
other big asset. 


The customers you win with the feeds 
in striped bags remain your friends 
and bring you new customers. 


Quaker stock and poultry experts are 
always ready to give helpful informa- 
tion about feeding problems. If you 
would like to know more about the 
advantages Quaker extends to Quaker 
Feed Dealers, drop us a card—today. 


THE QUAKER OATS COMPANY, CHICAGO, U.S.A. 


BUY QUAKER FEEDS IN STRIPED SACKS 
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DIAMOND 


CORN 


GLUTEN MEAL 


the ideal mash ingredient 
High protein —Vitamin A potency 


Diamond Corn Gluten Meal ought to 
be going into consumption with your 
poultry-feed customers. A mash con- 
taining Diamond has the foundation 
of economical egg production and there- 
fore the foundation of customer-satis- 
faction and repeat business for you. 


These are the qualities that make 
Diamond ideal for the mash: 
High protein (minimum 40%), 
Low fibre (average 2%), 
High percentage of digestible 
nutrients (over 80%), 
Vitamin A potency, 
Ideal consistency for the mash, 
All corn. 


Mixers everywhere are improving their 
mashes and lowering ingredient costs 
by the inclusion of Diamond. 

For further information see our 
salesman or write us. 


40% Protein 


RATION SERVICE DEPT. 
Corn Products Refining Company 
17 Battery Place, New York City 
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Portables Have Habit of Putting 
Their Owners in the Red | 


Average Loss Exceeds $200 Per Year 


HE handwriting on the wall for 
portable mills is in red ink. 
Although the purchasers of 
these itinerant machines’ dream of air 
castles gilded with gold and anticipate 
rapid rise from pauper to prince in the 
grinding business, cold, hard accounting 
figures and a few months of operation 
bring them down to reality with a sud- 
den jolt. 
Operators Lose Money 

In a recent survey conducted by a 
power company serving an extensive 
territory the startling but not wholly 
unexpected discovery was made that the 
average annual loss in the operation of 
a portable mill, taking the average fig- 
ures submitted by owners of seven ma- 
chines, was in excess of $200.00. 

Out of the large number of itinerant 
grinder operators queried only these 
seven were able to furnish definite fig- 
ures. The rest operated blindly, hoping 
that dollars, by some miracle, would 
flow out of the spouts of their magic 
possessions. 

Facts Contradict Claims 

Results of the survey are in contra- 
diction to the claims made by manufac- 
turers of portables in which the pro- 
mises of excessive profits to prospec- 
tive buyers of machines are listed as 
high as $500.00 a month. 

Portable mills, it was learned, are 
operated chiefly by retired blacksmiths, 
garage men, filling station operators or 
unemployed farm workers and former 
employees of stationary mills and eleva- 
tors. In none of the survey cases were 
any of the machines used by owners 
of stationary grinders as an auxiliary to 
their present business. 

Farm to farm canvassing was the 
most common means used in obtaining 
business. Established portable mill 
owners, however, were getting a con- 
siderable number of jobs by telephone. 
None of those interviewed had estab- 
lished a definite route which could be 
covered on set dates. 


Owners Okay Figures 

Before establishing figures for the 
computation of the profit and loss of 
the portable mills reported in the sur- 
vey, the representative conferred with 
the owners to obtain their opinions. 

Fixed charges, it was found, were 
usually the costs most of the itinerant 
grinder operators failed to take into con- 
sideration. When reminded of their ex- 
istence, they all agreed that the follow- 
ing values were fair: 

Interest on Investment. It was gen- 
erally agreed that 6 per cent was a fair 
rate to charge on their investment. 

Depreciation. Most of the operators 
felt that their machinery would last on 


the average of five years, while some of 
them placed the limit at three and six 
years. An average depreciation of 20 
per cent was, therefore, agreed upon. 
Insurance and Taxes. Sorfie operat- 
ors had no insurance, while others were 
paying a considerable sum for liability 
and property damage protection on the 


AVERAGE ESTIMATED ANNUAL 
BUSINESS 


For Seven Portable Feed Grinders 


Average total investment 
Mill, Truck and Motor. .$1,938 


Fixed Charges 
Interest, 6 percent.. $116.28 
Depreciation, 
20 per cent 
Insurance and Taxes 
Total Fixed Charges 
Operating Charges 


Labor. 
Gasoline and Oil... 
338.55 


341.85 


Total Operating Cost 
GRAND TOTAL 
Estimated Gross 


$2,841.40 


3,377.43 


regular automobile insurance rate. This 
however, would not cover fire, theft or 
collision in any case. Several owners 
were compelled to carry fire insurance 
as part of their purchase price finance 
charges. 


Taxes. This item was of small con- 
sideration because most of the machines 
had not been owned long enough for a 
determination of what rate should be 
charged. 


Operating charges. There was con- 
siderable variation in the operating 
charges of the portables checked in the 
survey, because some of the owners pro- 
vided only one man and expected the 
farmer to furnish the help, while others 
furnished two men with the machine at 
all times. The question of fineness of 
grinding affected the operating costs 
materially. Wide variations were found 
in the cost of transportation, depending 
upon the size of territory covered and 
distance between farms. 

Labor. At the time of the survey 
helpers for portable mills were obtain- 
able at. $2.00 a day without board. Op- 
erators were allowed $4.00 a day. 


Gasoline. In most cases the gasoline 
and oil were purchased in large quan- 
tities and were used both for transpor- 
tation purposes and the operating of 
the grinder. Because of this fact it was 
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impossible to classify the cost for each 
purpose. 

Repairs. The mills surveyed had not 
been operating long enough to ascer- 
tain a definite cost. It was the general 
opinion of the owners that the annual 
repairs over a five-year period would 
range from $300 to $400, making the 
average about $350. This would include 
cost of three sets of hammers per year 
and about four screens and would 
cover damages resulting from foreign 
material entering the mill because of 
lack of magnetic protection. Included 
in the repair costs were also the gen- 
eral upkeep of the truck employed for 
transportation. 

Transportation. A charge of four 
cents a mile was generally established 
to cover other costs on the truck in- 
cluding gasoline and oil, garage, license 
and other miscellaneous items. Most of 
the mills were driven about 30 miles 
a day. 

Estimated Annual Gross Revenue. 
The mills on which this data was ob- 
tained were purchased during the win- 
ter months and were operated two or 
three months during their busy season 
and two or three months during the 
slack season. The average of all the 
months was considered a fair average 
to use as a basis for the yearly revenue. 

Operating Costs. These were deter- 
mined in the same manner as the esti- 
mated annual gross revenue. 

Prices Charged. A wide range of 
prices charged was found throughout 
the territory, depending upon the den- 
sity of mills both portable and station- 
ary. In one case a straight charge of 
ten cents a sack was made. Some oper- 
ators established their rates at seven 
cents a sack for medium and coarse 
work and nine cents for fine grinding. 
Others charged eight and ten cents re- 
spectively. In some localities where 
large quantities of feed were ground for 
farmers who were fattening feeders, a 
price was made on the load basis, one 
operator charging $3.00 for coarse, $3.50 
for medium, $3.75 for fine grinding, 
$3.50 for ear corn and $5.00 per ton 
for alfalfa. A price war was on in some 
towns. In one case the stationary mill 
man cut his price to four cents a sack 
to freeze out the portables in his ter- 
ritory. In several other towns prices 
were cut from one to three cents a sack. 

Results of the survey made by the 
power company are in accord with the 
opinions of many dealers and stationary 
mill operators. It is generally believed 
that by its own unprofitable nature the 
gypsy grinder will exterminate itself 
and that its obituary will be written 
in red ink. 
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$536.03 3 
Transportation ..... 
Revenue...........$3,170.00 
Operating Cost....... 3,377.00 


How Do Your Feed Prices Compare 
New Buyer’s Guider 


Values Determined by Percentage Rating 


N trying to clear a path through 

the jungle of feeds and in an at- 

tempt to enable anyone to com- 
pare the real feeding value of one feed 
with another, roughages and grains and 
protein concentrates of various sorts, I 
have ventured to give each of these 
feeds a percentage rating. The whole 
story is presented in a so-called “Feed 
Buyer’s Guide” which is reproduced on 
the opposite page. 

How Feeds Are Rated 

Ground corn, ground wheat, hominy 
feed and wheat flour middlings are all 
about alike in feeding value and have 
been given a value of 100 per cent as 
the basis of comparison with other 
feeds. We can, therefore, afford to pay 
about the same price per ton for all 
four of these feeds and expect to get 
our money’s worth when they are fed 
in suitable combinations with other 
feeds in a ration. 

Ground barley, ground rye and dried 
brewers’ grains are worth approximate- 
ly 95 per cent as much as the first feeds 
that I mentioned and dried beet pulp 
and standard wheat middlings are worth 
90 per cent as much. Among those 
feeds that are worth 85 per cent as 
much as corn we find such feeds as 
ground oats and rye middlings, while 
cane molasses and wheat bran are only 
worth 80 per cent. 

Values of Concentrates 

The high protein feeds have the fol- 
lowing values assigned to them: Gluten 
feed 115 per cent, cottonseed meal 130 
per cent, and linseed meal, soybean 
meal and gluten meal each 140 per cent. 

These are approximately the relative 
values of concentrates, both grains and 
protein feeds. This line-up of ratings 
is a new thing and you will admit that 
classifying all these feeds is a daring 
thing to do, for these ratings assign 
different money values to these feeds. 
What is more, these money values differ 
considerably in many cases from their 
relative market prices. These ratings 
were assigned to the different feeds 
after studying the experimental feeding 
results secured at the Wisconsin and a 
number of other experimental stations. 
The idea was to be as helpful as pos- 
sible to farmers who are obliged to 
manage closely under present condi- 
tions and who want their dollar spent 
for feed to go just as far as possible. 

Ratings of Roughages 

Many farmers are in a quandary now 
as to whether to put that dollar into 
hay or concentrates. With this ques- 
tion in mind I have gone farther 
through the list of feeds and _ in- 
cluded roughages as well. This is 
an even more hazardous undertaking 
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By Prof. G. Bohstedt 


for the reason that while in various 
feeding trials roughages have been 
compared with one another, they have 
seldom been compared with grains and 
protein concentrates. They seemed to 
be too far apart for such a purpose. 
Reasoning from available experimental 
results, however, these are approximate- 
ly their percentage values in terms of 
corn at 100 per cent: alfalfa hay 70 
per cent, clover and soybean hay 65 
per cent, timothy hay, sudan grass hay 
and oat feed 50 per cent, corn stover 
(without ears) 40 per cent, oat straw 
and barley straw 30 per cent, corn sil- 
age 18 per cent, pea vine silage 16 per 
cent and sunflower silage and rutabagas 
each 12 per cent. 


Determining Price Levels 


Just what do these percentage ratings 
really mean? They mean this, that you 
and I, if we want to size up our own 
available feed and plan on buying addi- 
tional feed this fall and winter, can 
afford to put our money into the vari- 
ous feeds in accordance with their per- 
centage ratings. In other words, with 
ground corn at 100 per cent, by giving 
this an arbitrary money value, let us 
say 50 cents a bushel or $18.00 a ton, 
the other feeds automatically find their 
own price level in accordance with their 
percentage ratings in terms of corn. 
Ground wheat, therefore, as well as 
hominy feed and wheat flour middlings, 
may also sell for $18.00 a ton and yield 
their purchaser approximately the same 
returns for every dollar invested, pro- 
viding each of them is fed in a proper 
manner. 

Those feeds that were valued at 90 
per cent, such as corn-and-cob meal and 
dried beet pulp, also standard wheat 
middlings, are worth 90 per cent as 
much as $18.00, or $16.00 a ton. Lin- 
seed meal, soybean meal and gluten 
meal were given a rating of 140 per 
cent and are, therefore, worth 40 per 
cent more than corn, or $25.00 a ton. 
Alfalfa hay, our standard dairy hay, 
on the other hand, is worth 70 per cent 
of corn or $12.50 a ton. Clover hay 
and soybean hay, which are valued five 
points less than alfalfa hay, are worth 
$11.50 a ton, and sweet clover hay and 
mixed hay, $9.75 a ton. 

Roughage Prices Listed 

Coming to the low protein roughages, 
timothy hay, sudan grass hay, and oat 
feed, these would be worth $9.00 a ton, 
or just half as much as corn. Some of 
the other roughages on the relative 
feeding value basis rate as follows: 
corn stover $7.25, oat straw or barley 
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straw $5.25, corn silage $3.25, pea vine 
silage $3.00, and sunflower silage or 
rutabagas $2.25. 

All of these prices are in line with 
their percentage ratings in terms of 
corn, wheat or hominy feed at $18.00 
a ton, which in this case represents 
100 per cent. If in the future these 
feeds go higher or lower in price, we 
may readily choose another price level, 
and all the feeds down the list would 
fall into their respective price class, 
according to their percentage ratings. 

Proper Balance Necessary 

One thing I wish to emphasize once 
more: the different feeds have approxi- 
mately these values when fed in proper 
combinations in a ration, or, therefore 
in a balanced ration. They may not 
be fed indiscriminately. 

The feed buyer’s guide, reproduced 
on the next page, was compiled by G. 
Bohstedt, professor of animal husban- 
dry at the University of Wisconsin, as 
his department’s contribution to a con- 
ference of county agents and farmers’ 
institute workers which was held at 
Madison, October 7 to 9. The feed 
conservation and feed buying sugges- 
tions included in the guide have an im- 
mediate bearing upon the present feed 
shortage in drought affected areas of 
Wisconsin but also have application to 
dairy and livestock feeding in general. 

In arranging the comparative values 
in the 43 feeds listed in the guide, dairy 
cows, rather than other farm animals 
have been kept in mind. The guide 
is for the average dairyman and cows 
of only medium high production have 
determined the rating of the various 
feeds rather than cows to be crowded 
for high production or producing milk 
for a select trade where the lowest cost 
principle of feeding is not so rigidly ad- 
hered to. 

Other Live Stock Ratings 

With reference to the value of feeds 
for other livestock, Professor Bohstedt 
advises that in the case of home grown 
grains, wheat for pigs is worth about 
5 per cent more than corn and fully 
10 per cent more than corn for poultry. 
Oats, on the other hand, are worth 
slightly less than the 85 per cent value 
of corn indicated in the guide when 
used for poultry but are sufficiently pop- 
ular as a horse feed to raise their price 
somewhat above the 85 per cent level. 

Tankage is a typical hog feed, serv- 
ing as an excellent mineral supplement 
to grain for pigs. Tankage is ordinarily 
worth ten times its equal weight of sep- 
arator milk. The comparative feeding 
values of tankage and separator skim- 
milk in the feed buyer’s guide do not 


“Farm or feed dealers’ quoted price’’. 


most economical feed of the three. 


Linseed meal, for instance, line 15. 


Feed Buyer’s Guide 


In using this table, mark down the market prices of feeds that you are thinking of buying, opposite their names, in the third column under 
After doing the same thing with other feeds, say, cottonseed 
gluten meal, and then comparing all three prices with the respective figures in the ‘‘Relative price’’ column to the left of it, one is able to choose the 
The percentage ratings of the different feeds assume that they are to be fed in proper combinations in a ration. 


meal and 


This table is subject to The relative feeding values indicated are approximations only. It is assumed that in all cases the feeds are 
of a good grade. 
: : Relative feeding values 
Relative feeding : Farm or Best buy. 
values when |P& bushel or ton, with feed Subtract actual 
used in corn at 50c a bushel or dealers’ quoted price 
roper $18.00 a ton. The price rice quoted from figure 
of each feed is by P 
first column 
Per cent Dollars Dollars Difference 
1. Corn, ground (56 lb. bu.) 100 .50 18.00 
2. Wheat, “ (60 lb. bu.) 100 54 18.00 
3. Barley, “ (48 Ib. bu.) 95 41 17.00 
4. Oats, si (32 lb. bu.) 85 24 15.25 
5. Rye, is (56 lb. bu.) 95 48 17.00 
6. Hominy feed 100 18.00 
7. Corn-and-cob meal 90 16.00 
8. Dried beet pulp 90 16.00 
9. Wheat screenings, ground 70 12.50 
10. Molasses, cane 80 8.6c gal. 14.25 
11. Wheat bran, pure 80 14.25 
12. Wheat middlings, standard 90 16.00 
13. Wheat middlings, flour 100 18.00 
14. Rye middlings 85 15.25 
15. Linseed meal, 34% 140 25.00 
16. Cottonseed meal, 43% 130 23:25 
17. Soybean meal, 43% 140 25.00 
18. Gluten meal, 44% 140 25.00 
19. Gluten feed, 23% 115 20.50 
20. Dried brewer’s grains, 22% 95 17.00 
21. Tankage, 60% 210 37.50 
22. Dry skimmilk, for cows 150 26.75 
23. Dry skimmilk, for pigs 180 dai20 
24. Dry skimmilk, for calves 250 44.75 
25. Dry skimmilk, for chicks 350+? 62.50+? 
26. Skimmilk 25 23c cwt. 4.50 
27. Whey 12 llc cwt. 2.25 
28. Alfalfa hay 70 12.50 
29. Clover hay 65 11.50 
30. Soybean hay 65 11.50 
31. Sweet clover hay 55 9.75 
32. Mixed hay (clover-tim.) 55 9.75 
33. Timothy hay 50 9.00 
34. Sudan grass hay 50 9.00 
35. Oat feed 50 9.00 
36. Corn fodder (with ears) 55 9.75 
37. Corn stover (without ears) 40 725 
38. Oat straw 30 5.25 
39. Barley straw 30 S25 
40. Corn silage 18 3.29 
41. Pea vine silage 16 3.00 
42. Sunflewer silage 12 2.25 
43. Rutabagas 12 225 


indicate quite as high a value as those 
for tankage for the reason that skim- 
milk is fed to calves and chickens as 
well as to pigs and in this list is, there- 
fore, not on a strictly pig basis. 

Dry skimmilk which is to be fed to 
calves is worth ten times the value of 
fluid skimmilk, having approximately 
ten times the amount of dry matter 
in it. If separator skimmilk is available, 
therefore, dry skimmilk should sell for 
only about ten times the price of skim- 


milk, pound for pound, to make it eco- 
nomical to use for raising calves. In 
districts where fluid milk is sold, and 
where there is no skimmilk to be had, 
but where it is desired to raise calves 
as efficiently as possible, dry skimmilk 
naturally may cost considerably more 
than ten times the value of separator 
skimmilk and still be an economical 
feed for calves. For pigs, dry skim- 
milk is worth about 80 per cent as much 
as tankage and for cows worth little 
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more than linseed meal or gluten meal, 
ton for ton. It is. easily appreciated 
that chicks can outbid all other farm 
animals for use of skimmilk, either fluid 
or dry. Dry buttermilk is worth prac- 
tically the same as dry skimmilk. 
When you have filled out the third 
and fourth columns of the feed buyer’s 
guide in accordance with directions, the 
figures will indicate that in general 
roughages are expensive feeds to buy 
(Continued on Page Twenty-nine) 
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FROEDTERT 


GRAIN & MALTING CO. 
Grain and Feed 


MILWAUKEE MINNEAPOLIS 


GUARANTEE 


The Blue Streak Hammer Mill is guaranteed unquali- 
fiedly to grind feed at a lower cost per hundred pounds 
than any other mill now on the market. You are the 
judge. 


Prater Pulverizer Company. 


CUSTOM MILL 


—A New Guide to Economy of 


Industrial Tests Operation and Better Profits 


lue Streak superiority, long since demonstrated by millers, is again 
verified by tests of four nationally known meat packers. 


In one of these tests “cartwheels” were ground to perfection—the 
heaviest duty test possible. ‘Cartwheels’” consist of tankage and 
bone, hydraulically pressed so solidly that it can scarcely be @ 
broken with sledge hammers. Grinding ‘“‘cartwheels” quickly 


tears ordinary hammer mills to pieces—not so witha Blue 
Blue Streak delivers—and cuts grinding 
@ 


Streak. @ 


costs wherever installed. @ Send for our Catalog. It’s free. 


RATER PULVERIZER COMPANY 


Dept. U 1829 South 55th Avenue CHICAGO, ILLINOIS 
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Reduction Process | | 


Dealer Should Sell His Patrons 
Profitable Feeding Program 


By George C. Humphrey 


Professor of Animal Husbandry, University of Wisconsin 


MERICA’S annual milk produc- 

tion amounts to 60,000,000 tons. 
Wisconsin’s annual milk produc- 

tion exceeds 5,000,000 tons, produced 
from feed grown on 180,000 farms, and 
additional purchased feed consumed by 
2,000,000 dairy cows. Feeds purchased 
and used in supplementing home grown 
grains and roughages by Wisconsin 
farmers have been estimated to cost as 
high as $31,000,000 a year. The largest 
percentage of this amount is expended 
for dairy feeds, all of which indicates 
something of the magnitude of Wis- 
consin’s present dairy feeding program. 
Since 1870, when Wisconsin farmers 
abandoned their hope to be a wheat 
producing state, an onward, upward pro- 
gress has been made in her dairy in- 
dustry. In 1870 the number of cows 
and heifers two years old and over kept 
for milk numbered 270,000. For each 
1,000 acres of land area there were 7.6 
cows, and for each 100 people there 
were 25.6 cows. In 1930 the number 
of cows and heifers two years old and 
cver kept for milk was 2,043,000, and 
the number per 1,000 acres of land area 
57.8, and the number per 100 people, 
69.51. Of all of these figures the most 
significant, perhaps, are those relating 
to the number of cows and heifers kept 
for milk per 1,000 acres of land area. 


Milk is now the source of over 50 
per cent of Wisconsin’s farm income. 
With a normal increase in population, 
accompanied by a greater demand for 
dairy products, there is every reason to 
believe that Wisconsin will continue to 
be a leading dairy state, and to offer 
greater opportunities than have yet been 
appreciated. The present period of de- 
pression will only teach us lessons in 
dairy feeding and dairy farming which 
we have never learned, and which will 
be learned largely through our experi- 
ences, accompanied by scientific re- 
search study. 

Dealer’s Position Unique 

The position of the retail feed dealer 
in his relationship to the dairy industry 
is unique. The feed dealer is next door 
neighbor to the farmer in providing 
feed, which is the raw material from 
which milk and meat, growth and main- 
tenance, and other livestock products 
are produced. The feed dealer is a dis- 
tributor of feeds, while the farmer is 
both a producer and a user of them. 
With a proper understanding of one an- 
other’s relationship to the dairy indus- 
try, there are splendid opportunities for 
the farmer and the feed dealer to de- 
velop a better feeding program than 
now exists. 


When it comes to the matter of what 
retail feed dealers should know about 
dairy feeding, it may simply be said 
that they should know as much about 
the subject as anyone else. In general, 
it must be admitted that we are all too 
often confronted with the fact that we 
know too little about many of the prob- 
lems that arise in feeding given cows 
and herds of cows. The late, former 
Governor Hoard spoke the truth when 
he said that the inside of a dairy cow 
was one of the darkest places on earth. 
The many factors which relate to suc- 
cessfully feeding the dairy cow to meet 
all of her requirements and at the same 
time produce milk most economically, 
have engaged the best thought of prac- 
tical dairymen and scientists. Much 
work has been done and many results 
obtained to help the dairyman in his 
problem of dairy feeding. At the same 
time the results have been confusing 
to many people and it has been difficult 
to establish facts to meet all conditions 
and to make dairy feeding comparative- 
ly well understood and most successful. 


Tests Reveal Results 


In taking into account our difficulties 
in dairy feeding, we should not be sur- 
prised at our many problems and at the 
slow progress which has been made in 
finding a solution of them. In the first 
place, dairy cows are not constructed 
with the mechanical accuracy of many 
of our machines which convert raw ma- 
terials into given products. They are 
the product of breeding and inheritance 
of peculiar characteristics of several 
generations of animals which they rep- 
resent. Dairy cows are, furthermore, 
products of the feed which they con- 
sume from calfhood to the time they 
become mlk producing cows. Their suc- 
cessful growth and development, and 
also their maintenance, is dependent on 
the skill of the dairyman who has been 
responsible for their growth and who 
is always responsible for their main- 
tenance and production. In too many 
instances they are incapacitated by the 
effects of diseases. The final result of 
dairy feeding is only known after a 
cow has been put to the test. 

Through careful selection and good 
breeding the dairy cow of 1931 model 
type is far different from the cow of 
50 years ago and also from the cow 
the best dairymen were satisfied to own 
25 years ago. The average dairy herd 
is by no means made up today of the 
kind of cows that respond to good feed- 
ing in a manner to encourage an ex- 
penditure of money for feed other than 
that grown on the farm. This is a fact 
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that feed dealers should at least con- 
sider in lending their efforts to better 
dairy feeding in their respective com- 
munities. The production of high grade 
and pure bred dairy cattle should be 
encouraged through a most rigid selec- 
tion of herd sires and foundation cows 
and a better raising of dairy calves. The 
dairyman with the well selected, well 
raised herd of cows is the dairyman 
who can afford to feed his cows well 
and to pay his feed bills whenever there 
is occasion for him to use feed addi- 
tional to what is raised on his farm. 


Sell Feeding Program 


A dairyman who does not produce 
an abundance of good hay and silage, 
preferably legume hay and corn silage, 


and a given amount of farm grown 


grains will have his difficulties in buy- 
ing feed and paying for it, unless he is 
receiving a price for milk considerably 
above the average price paid by cream- 
eries, cheese factories, and condenseries. 
In rendering a community feed service, 
it appears to me that the feed dealer 
may greatly add to the volume of his 
business by getting. out and actually 
selling the farmer what will best sup- 
plement his supply of farm grown 
grains. If one were to predict the kind 
of service feed dealers are going to give 
farmers and dairymen in the future, it 
would be a service of selling a program 
of feeding as well as selling a supply 
of feed. Unless a dairyman can be con- 
vinced that buying a given quantity of 
feed will be worthwhile and will make 
him some money, he will not buy until 
forced to do so, and then under condi- 
tions which result in a loss rather than 
a gain for him. This can all happen 
and does happen more often than the 
dairyman himself realizes. 

Here is how it happens. The aver- 
age dairyman tries to get along by 
buying as little feed as possible. Dur- 
ing the hot summer months when the 
green grass pasture becomes short and 
scant or changes its composition from 
a rich, well balanced ration of green 
grass to one of unbalanced ration of 
ripe, dry grass, the best cows of his 


‘herd drop seriously in production, and 


not to return fully to their produc- 
tion capacity until they are again fresh. 
For these best cows, a better feeding 
program would be to buy feed if neces- 
sary to overcome the drop in milk pro- 
duction and, furthermore, to overcome 
the loss in body weight, all of which is 
a source of loss in the maintenance of 
a good dairy herd. For the winter 
months the supply of farm grown feeds 

(Continued on Page Twenty-four) ie 
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Mitt Owners... 


It makes money 
for you! 


Beeause it makes Money 
for your Customers! 


Vitalize 
Poultry Feed 
with Conkeys 


A_ powder which, 
mixed with your 
poultry feed, in- 
stantly vitalizes it 
with an abundance 
of A, B and D Vi- 
tamins. The re- 
sult of a patented 
process of impreg- 
nating brewers’ 
east with cod 
iver oil. The 
Vitamins last! 


Feed Dealers and 
Millers will profit 
most by handling 
the complete line of 
Conkeys Poultry, 

and Stock 


F 


Conkeys Y-O 


—Improves your feed! 
—Gives selling advantage! 
—Increases your profits! 


Mill owners! You can easily get the 
reputation of making the best poultry 
feed obtainable in your section. Get 
the “‘jump”’ on competitors — make 
more money for yourself and your 
customers. 

Just add to your poultry feed Con- 
keys Y-O — the nationally advertised 
poultry feed vitalizer — and tell your 
trade about it. 

Your feed, vitalized with Conkeys 
Y-O, will make a reputation for you. 
Hens fed on it will lay more and larger 
eggs with stronger shells—eggs of in- 
creased fertility and hatchability — 
eggs from which can be hatched 
stronger chicks, free from rickets (leg 
weakness) and subject to a lower mor- 
tality rate— Chicks that will grow 
faster, look better, and bring more 
profits. 

Start using Conkeys Y-Oin your feed 
at once. You'll find it a profitable busi- 


mess move. The coupon brings details, 
prices, etc. 


THE G. E. CONKEY CO. 


6761 Broadway Cleveland, Ohio 


Mills: Cleveland, O.; Toledo, O.; 
Nebraska City, Nebr.; Dallas, Tex. 


Quality | 


E 


The finest quality pro- 
ducts at the lowest 
price—that is the tribute 
paid us daily by satisfied 
users of 


“RED 3°? Brand: 
Bolled Oats 
Steelcut Oatmeal 
Whole Oat Groats 
Ground Oat Groats 
Feeding Oatmeal 
Hygrade Oatfeed (11% Protein) 
Reground Oat Hulls 
Unground Oat Hulls 
Fine Ground Oat Hulls 
White Hominy Feed (7% Fat) 


Wire us for Quotations 


The Corno Mills Company 
East St. Louis, Ill. 


Three Minute Cereals Company 


Cedar Rapids, Iowa 


Gentlemen: 


Tell us more about how Conkeys 


Y-O will help us increase our feed sales and 


profits. 


Firm Name... 


Address...... 


= 


RUSSELL-MILLER MILLING CO. 


General Offices, MINNEAPOLIS, MINN. 
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Use Percentage Guide to Establish 
Retail Feed Prices 


An Answer to Lionel True’s Article 


sible for one man to tell another 

how to run his business. It cer- 
tainly is both ridiculous and impos- 
sible for any man or any publication 
to tell an entire industry how all of 
its thousands of separate kusiness units 
should be operated. 

The Feed Bag never pretends to pre- 
sent any iron clad business rules for 
its readers to follow. We do publish 
business management and merchandis- 
ing articles about successful dealers ex- 
pecting that the ideas of these dealers 
may prove helpful to others in making 
their own businesses more pleasant and 
profitable. We also occasionally point 
out practices of the feed industry which 
we believe are not working for the gen- 
eral good in confidence that our read- 
ers are capable of solving their own 
poblems once they are brought to at- 
tention. We realize, at all times, what 
is medicine for one man may be poison 
for another. 

Purpose of Editorial 

Our friend, Lionel True, objects to 
the editorial “Fair Prices for Feed” 
which was published in the August 
number of The Feed Bag. This editor- 
ial, however, was intended to suggest 
that dealers keep retail prices in line 
with the market rather than to estab- 
lish a basis for dealers to use in setting 
their retail prices. We believed sales 
were being retarded by the tendency of 
dealers, on a declining market, to try 
and maintain retail price levels on the 
basis of the cost rather than the re- 
placement value of their merchandise. 
We also believed that dealers were dis- 
couraging the sale of quality feed by 
seeking comparatively more profit on 
their “first” than their “second” lines 
of balanced rations. 

With respect to mark-up, The Feed 
Bag does not believe that any success- 
ful feed dealer can strictly adhere to 
either the percentage or per ton plan. 
Either plan, however, may be success- 
fully used as a guide to proper retail 
prices providing first of all that each 
dealer truly determines his operating 
costs before establishing his percentage 
or per ton figures. 


Mr. True prefers to establish a fixed 
per ton charge to cover his operating 
costs, including service. He has pre- 
sented his reasons for this preference 
ina letter published in the October num- 
ber of The Feed Bag and Mr. True’s 
methods must work successfully for 
him, for his firm, the James H. Gray 
Milling Co. is one of the acknowledged 
leaders of the industry in the East. 

The Feed Bag suggests the use 
of some percentage figure, which also 


|’ is at least foolish if not impos- 


By David K. Steenbergh 


must cover operating costs, for use as 
a guide in setting retail prices. We 
believe a percentage guide is better 
adapted to the requirements of the feed 
industry and mere fair to the feeder 
who must be satisfied for the perma- 
nent success of any feed dealer. 

How do we figure a percentage basis 
to use as a guide in establishing prices? 
It’s easy if you keep proper records in 
the conduct of your business. Judging 
from past years and taking new mar- 
ket levels and home crops into consid- 
eration, figure the cash volume of busi- 
ness (sales) you expect to have in the 
coming year. Let’s say you expect 
your sales, conservatively, to total 
$200,000. Then figure your costs—in- 
terest on capital invested in stock and 
physical property, insurance, light, heat, 
power, depreciation, advertising, tele- 
phone, miscellaneous office expenses, 
limited service, and salaries, including 
owners. Let’s say the costs total 
$22,000 or 11 per cent of sales. Add 
4 per cent for profit and you have 15 
per cent (figured on selling price) to 
use as a guide in establishing retail 
prices. 

Fifteen per cent of the selling price 
is equal to 17.65 per cent of the replace- 
ment price, providing you are following 
the market. If you mark up everything 
you sell 18 per cent, therefore, you 
should cover all your costs and make 
a profit on your operations. In prac- 
tice, however, it may be necessary, for 
competitive or other reasons, to add as 
little as 10 per cent on some items but 
possible and proper to add as much as 
30 per cent on others. You must aver- 
age 18 per cent and this figure, there- 
fore, serves as your guide. 

Per Ton Plan Unfair 

Supposing your costs total $22,000 
and you sell 5,500 tons of feed per year. 
Your per ton basis, therefore, would be 
$4.00 for costs plus about $1.00 for 
profit or $5.00. Figuring this way, it 
would be reasonable to conclude that 
you must add $5.00 to the replacement 
cost of every ton of feed in order to ar- 
rive at a selling price. 

The Feed Bag does not believe that 
this system is fair to the feeder. Is it 
fair to add $5.00 to bran at $12.00, there- 
fore selling it at $17.00 when you also 
add only $5.00 to linseed meal at 
$28.00? The selling costs are not equal 
for bran sells easily and, at above 
prices, requires considerably less in- 
vestment both because of the lower cost 
and the fact that your turnover on bran 
is greater than on linseed meal. Your 
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per ton margin should be less on bran 
than on limseed meal and it will be if 
you figure selling price with a percent- 
age guide. 

In the long run you will make the 
same, and the farmer who uses a 
variety of feeds may not pay any more, 
whether you figure prices on a percent- 
age or per ton basis. The feeder, how- 
ever, is very likely to notice and re- 
member that he is paying you a com- 
paratively long profit on bran while he 
will forget entirely that your profit on 
linseed meal is comparatively small. 
His idea will be that you are making 
a lot of money on his business and 
this may lead him to direct buying or 
to cooperative ventures with his neigh- 
bors. 

Extra Charge for Service 

In listing factors entering into oper- 
ating costs, we have used the term 
“limited service” and we have not men- 
tioned credit expense. ‘the ideal way 
to run a feed store is on a cash and 
carry basis and basic prices should be 
figured this way for you may have to 
meet cash store competition even if 
your own store does extend credit. It 
costs money to permit your customers 
to say “charge it” and credit custom- 
ers should pay for this service. At the 
same time, it is hardly fair to assess 
any part of the cost of credit against 
customers who do buy on a strictly 
cash basis. You may, therefore, wish 
to maintain both cash and credit prices 
and also charge a ditterential above ion 
lot prices to those who buy in bag lots. 

Every dealer must, decide for himself 
just how much or how little service 
his customers need and he is able to 
offer. Some service is essential but 
special features such as delivery and 
culling should be paid for by the cus- 
tomers who demand these auvancages. 
lf these special services are “free” they 
must bring enough extra business to 
cut other selling costs or they will be 
reflected in higher prices which may 
turn your business to chain, coopera- 
tive or other independent competitors. 

Mr. True indicates that his firm’s in- 
vestment in physical property, plant 
and equipment, is $40,000 and he nat- 
urally expects a legitimate return on this 
investment. He operates a fully equipped 
feed manufacturing plant, however, and 
would not need such an investment 
for a strictly retail feed store. He 
is not entitled to any larger retail 
profit than a feed store without manu- 
facturing equipment but since he manu- 
factures his own feed he is, of course, 
entitled to a manufacturing as well as 
a retailing profit. We do not believe 

(Continued on Page Thirty-three) 
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Dealer Should Promote 
Better Feeding 


(Continued from Page Twenty-one) 


is too often insufficient and unbalanced 
to enable any of the cows of the herd 
to return a profit or to be properly 
maintained. 
Unbalanced Ration Costly 

With a shortage of feed and with an 
unbalanced condition of the dairy ra- 
tion, a dairyman is unfortunate. Too 
often in order to save his cows or to 
improve their condition he will buy feed 
when it is too late to realize any re- 
turns on it and he will even buy min- 
eral feeds and stock tonics, all of which 
is most discouraging to him and to the 
development of a good dairy feeding 
program. Even with our present con- 
dition of low prices for dairy products, 
a good system of dairy feeding may be 
expected to return some profit, or at 
least pay something over the feed cost. 

If it were not for the better herds 
and the better cows, the dairy industry 
would not be anything to talk about. 
The average production of all cows in 
the state of Wisconsin is reported to 
be 5,500 pounds of 3.61 per cent milk, 
equivalent to 200 pounds of butter fat. 
Based on records of 40,000 cows tested 
in Wisconsin Dairy Herd Improvement 
associations, with feed and fat prices 
corrected to correspond with those of 
the present time, it is evident that a 
dairy herd to meet the full cost of feed 


in mixed cars 


Minneapolis, Minn. 
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Linseed Meal and all other 
feed ingredients available 


STERLING products. 


Write or wire for prices. 


Northrup, King & Co. 


and keep should produce the equivalent 
of 8,600 pounds of 3.5 per cent milk, or 
300 pounds of butter fat. The average 
feed cost per cow, well fed and capable 
of making this production, is $30.00 for 
roughage and $12.00 for grain or con- 
centrates. Dairymen may _ consider 
themselves fortunate in being able to 
buy feeds at relatively low prices at this 
time, and should be encouraged to take 
advantage of the opportunity to feed 
their best cows to full capacity. If all 
cows were fed as well as the best cows 
in the state the present production of 
feeds would be insufficient to supply 
them. To do this and to eliminate their 
poor cows from the herd will be their 
only opportunity to realize satisfactory 
returns from dairy feeding. 


Editor’s Note: A second installment of Pro- 
fessor Humphrey’s article in which he explains 
the functions of vitamins in dairy feeding will 
follow next month. Be sure to read it. 


A. V. JAY, western sales manager 
of the National Oil Products Co., Har- 
rison, N. J., has returned to his Chicago 
headquarters after an extended trip 
through the Southwest, during which he 
attended the convention of the Grain 
& Feed Dealers National association at 
Houston, Tex. He was accompanied at 
the convention by R. T. Dorsey, Dorsey 
Grain Co., Fort Worth, Texas, distribu- 
tor of Nopco cod liver oil. Mr. Jay 
demonstrated his golfing ability by 
winning a beautiful sterling silver bowl 
as a runner-up in the convention tour- 
nament. 


Cow’s Feed Determines 
Vitamins in Milk 


Feed the cow a proper ration and the 
baby which drinks its milk will get the 
needed supply of vitamin D necessary 
for good health. 

This new discovery announced by the 
American Medical association last June 
has now been put into practice by sev- 
eral large milk companies serving met- 
ropolitan areas. Chief of these firms is 
the Borden Farm Products Co., New 
York, which recently published a full 
page advertisement in one of the city’s 
leading dailies, announcing the new de- 
velopment. 

Tests have proved that cows fed with 
a ration, part of which has been irra- 
diated to supply vitamin D, will pro- 
duce milk containing this vitamin. Con- 
sequently the baby or adult who drinks 
it can get the necessary supply in the 
regular daily meal. And bossy is the 
doctor. 

The new discovery presents addi- 
tional opportunities for feed dealers and 
manufacturers to improve their pro- 
ducts and provides an effective selling 
point. 


A. J. HAZLE, Jr., secretary of the 
B. F. Gump Co., Chicago, reports that 
the trade is showing considerable in- 


terest in and has already purchased 
several of the new 25-30” Bar-Nun 
grinders. 
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stay in business, whether competing 
with chain stores or not. 

There is little you can do if you have 
too much invested in idle physical prop- 
erty and equipment unless you are will- 
ing and able to sell out and start over 
again on a better basis. If you have 
money tied up in dead stock, you can 
get rid of this stock and get part of 
your money back by conducting a sale 
and selling the dead stock at whatever 
price you can get for it. Most frozen 
capital in the feed industry is tied up 
in accounts receivable and if your cap- 
ital is thus encumbered it would be a 
good idea to devote a good portion 
of your time to making collections and 
changing your business from a credit 
to a cash basis at the earliest possible 
opportunity. If you feel that you must 
continue selling on a credit basis, the 
least you can do is to restrict the priv- 
ilege of charge accounts to customers 
who are sure to pay and pay promptly. 
A customer who does not pay within a 
reasonable time is not a customer worth 
having and it is always more important 
to make a profit than to make a sale. 


We have tried to show you, during 
the past few minutes, that the chief 
advantages of chain stores are advan- 
tages only because the independent deal- 
er is lax in the conduct of his own busi- 
ness. Progressive dealers can overcome 
all chain store advantages while chains 
can never acquire or overcome the per- 
sonality advantage of the local merch- 
ant. In addition, chains are handicapped 
because they are reputed to have little 
community interest, believed to take 
money from small towns and cities to 
Wall street and subjected to increasing- 
ly wide-spread and restrictive legisla- 
tion. Two hundred andi sixty towns in 
16 states had anti-chain organizations 
in 1930 and there are more today. 


What of the Future 


What about the future of the chains 
and the independents? Chains were in- 
creasing rapidly a few years ago, but 
even in the feed industry their multi- 
plication is not as rapid as it was. They 
are competing among themselves in 
many localities. The late financial state- 
ments show chains suffering along with 
independent merchants and we are be- 
ginning to get a true picture of chain 
operations for the first time. Statements 
in past years with large increases in 
sales and earnings gave us false ideas 
for most of us failed to figure what per- 
centages of the increases were due to 
additional stores established or acquired 
through merger. 


Considering everything, economists 
agree there is no reason to doubt that 
well managed chains will hold their 
place in the system of distribution and 


.ing the morning session. 


Will Independents or Chains 
Handle Nation’s Feeds 


continue to grow, but at a slower rate. 
They also agree that the capable inde- 
pendent is no nearer extinction than he 
was 20 years ago. For every chain 
store in the United State there is an in- 
dependent store with a larger volume 
and the better class of merchants all 
over the country are not only surviving 
but prospering. 

Chain store methods are not invin- 
cible. We should remember that ideas 
of progressive merchants originally sup- 
plied practically all the principles of 
merchandising which chains are now 
using. As independent retail feed deal- 
ers, if we are not using these ideas and 
principles we have only ourselves to 
blame. Let’s quit worrying about 
chains, adopt their wide-awake methods 
and thank them for making better mer- 
chants of us all. 


INDIANA 

Harry Medbourn, Culver City Grain 
& Coal Co., Culver City, has completed 
the installation of complete grinding 
and mixing equipment in his mill. 

J. W. Egnor, Spencer, terminated 52 
years of business life when he closed his 
feed store recently. He is 80 years old 
and has been engaged in the feed trade 
for the past 12 years, formerly operat- 
ing as a hardware dealer and grocer. 

A. E. Shrode, Rockport, is remodel- 
ing the Bluff City Flour & Feed Mill 
and will reopen it for business. 

Muller Brothers, Ferdinand, have pur- 
chased a new hammer mill and have 
installed it in their new location in the 
Weyer building. 

Pling Gratz, Waterloo, is remodeling 
his feed warehouse and has installed a 
new grinder. 

Grover C. Fleming, president, Zabel 
Milling Co., New Albany, which recent- 
ly lost its plant as the result of a fire, 
has leased the James M. Lee building 
and will open a flour and feed store 
aa the name Fleming Flour & Feed 

oO. 

Whiteman Brothers, Delphi, recently 
suffered a loss of $15,000 when their 
ogee” at Radnor was destroyed by 

re. 


Ohio Dealers Request Repeal 
Ot Trade Regulations 


ESOLUTIONS requesting the 
R repeal of the agricultural mar- 

keting act and other laws inter- 
fering with normal production and sell- 
ing were adopted at the 52nd annual 
fall meeting of the Ohio Grain, Mill & 
‘Feed Dealers association at the Desh- 
ler hotel, Columbus, October 27. Prac- 
tically all of the talks delivered at the 
convention were directed at government 
interference in business and pointed out 
the futility of the federal farm board 
and other legislative projects. The 
meeting was attended by more than 
100 persons, with a large representa- 
tion registered from the central part of 
the state. 

Old friends renewed acquaintances 
and met new members of the trade dur- 
Following 
luncheon the business program was 
opened by Howard L. Bevis, Ohio di- 
rector of finance, who contrasted the 
good old days of “no government in 
business” with the present system. He 
spoke in the place of Governor George 
B. White who was unable to attend 
the convention. 

C. F. Morris, commissioner of the 
western division of railroads, contended 
that the government was gradually put- 
ting the railroads out of business. He 
pointed out that the government’s fu- 
tile experiments have been largely re- 
sponsible for increasing the per capita 
taxation from its former level of $19.00 
a year to $200 at present. 


R. I. Mansfield, Bartlett-Frazier oe 


Chicago, who was scheduled to speak, 
was unable to attend the convention 
His paper, in which 


because of illness. 
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he outlined remedies for the present 
“muddle” in which the government has 
placed the grain business, was read at 
the meeting. 

In a general discussion which fol- 
lowed the speeches, several dealers re- 
ported the invasion of portable mills 
into their territory. It was generally 
agreed that these machines are a men- 
ace to the stationary mill owner and 
that steps should be taken to combat 
them. 

At the close of the meeting the fol- 
lowing resolution requesting the repeal 
of laws interfering with business was 
read and adopted: 

“Whereas the major surplus control 
measures that have been proposed seem 
to run counter to natural economic laws 
and tend to clog up rather than acceler- 
ate our marketing machinery, therefore, 
we respectfully recommend to our con- 
gressmen and senators that, instead of 
passing more laws to interfere with nor- 
mal production and marketing, they re- 
peal certain existing laws and regula- 
tions that tend to destroy confidence in 
business, stimulate production and re- 
strict marketing, one of which is the 
agricultural marketing act.” 


HARRY STEGEMANN, 50, for 
many years a member of the firm, 
Willie & Stegemann, Milwaukee, Wis. 
flour and feed dealers, died at his home 
October 15. 


FOREST SECOR, manager feed de- 
partment, Chas. A. Krause Milling Co., 
Milwaukee, recently returned from a 
business trip to Philadelphia. 
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ORDER Now 


The demand for 

good quality 

Peat Moss is 

growing—it is a 

PROFITABLE 

item to handle. 

SUPERIOR 

brand is one of 

the finest on the market; Feed dealers everywhere 

handle it. We offer it at the most reasonable 
prices in carload shipments or less. 


WRITE US TODAY. 


Clean, dry, BALED 
SHAVINGS—carloads 
only. They are plentiful 
and cheap now. Write 
for prices. 


Frank Miller & Sons 


2240 W. 58th St. Chicago, Illiinos 


CARS 


Flour 

Dairy Feeds 

Mill Feeds 

Poultry Feeds 
Our Specialty 


We can supply a great variety 
of Feed in one car... Buy your 
Feeds from one source . . . Secure 
@@ the same high standard in all feeds. 


A Complete Milling 
and Customer Service 


No trouble to quote prices. 


WISCONSIN MILLING CO. 


e MENOMONIE, WIS. 


Deutsch & Sickert 
Company 


400-402 Chamber of Commerce, MILWAUKEE, WIS. 


REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 
40% Protein 


Straight and Mixed Cars 


DISTRIBUTORS 
PILOT BRAND and PURITAN BRAND 
Genuine Oyster Shells 
Write for delivered prices 


Get our CORN and OAT Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 


Marquette 3140-3141 


AME HORSEPOWER.... 
AME POWER CONSUMPTION ... 


But... 50 % to 100% More 
Actual Grinding with a 


GRUENDLER ARISTOCRAT 


Proven Performance, Fully Guaranteed . . 
that’s our proposition. We deliver the 
capacity, or remove the equipment with- 
out cost to you. 


Made in six popular sizes to fit every need. 
Let us give you the facts—Ask for Bul- 
letin 10 FB. 


Gruendler Crusher & Pulverizer Co. 
2915 N. MARKET ST. ST. LOUIS, MO. 
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Letters from Our Readers 


Repays Investment 


Received your letter telling me of 
what you found out concerning the heat- 
ing of grain by the grinder. I appre- 
ciated this information very much and 
should have written sooner but placed 
your letter on file and forgot about it. 

We like your paper fine and look 
forward to each issue. We get many 
valuable suggestions out of it that we 
use here in the store. So it repays us 
many times over for our investment. 

Thanks again. 

L. SMITE 
L. J. Smith Feed and Produce 
Blue Springs, Nebr. 


Credits The Feed Bag 


We want to congratulate you on your 
editorial in the September issue. 
Direct selling of bran to dairymen at 
straight carload prices or less had raised 
havoc in this territory for a while. We 
have noticed, however, that several 
flour mills recently made a $2.00 per 
ton differential in ton lots and knowing 
their attitude toward some of us we 
couldn’t figure it out. We know now 
that The Feed Bag was the Royal 
Knight of the Crusaders. 
You did a great thing—don’t let them 
get stale. 
W. A. MANEY 
Maney Bros. Mill & Elevator Co. 
Minneapolis, Minn. 
Ok 


Good Editorial 


You sure had a good editorial on 
direct selling in the September issue 
of The Feed Bag. Hope it does a 
world of good. 

L. J. HARTZHEIM 
Hartzheim Fuel & Feed Co. 
Beaver Dam, Wis. 

* * 


Time to Read 


Just received the September Feed Bag 
which was sent me from home and have 
read it proper, as here is one place we 
have lots of chance to read. Have spent 
the past three weeks with Mrs. Herpst, 
who is in the hospital here. Expect to 
take her home the last of this week. 

I note that you have a pamphlet that 
we might use in our monthly letters, 
“Happy Is the Farmer That Goes to 
the Mill.” 

Please send a sample of this to Elm- 
wood, and oblige. 

WM. HERPST 
Elmwood Lumber and Grain Co. 
Elmwood, Wis. 
P. S—We want to fight the portables. 


Can’t Do Without It 


Enclosed please find check for $3.00 
to cover a two year subscription to The 
Feed Bag. 

The writer was formerly manager of 
the Ellsworth Farmers Exchange and is 
now going into the feed business with 
Mr. I. Horrenga, and we feel we cannot 
do without your very fine publication. 

JOHN TIMMER 
Ellsworth Feed Co. 
Ellsworth, Mich. 


First Portable 


Enclosed you will find a check for 
$5.00 for a five year subscription to The 
Feed Bag. We have been receiving 
The Feed Bag for some time and wish 
to compliment your editorial staff on 
the splendid qualities of The Feed Bag. 

We are located in the heart of the 
portable mill district, as the first port- 
able mill was mounted, direct drive, on 
a Reo truck by Mr. Nick Klein at 
Spring Grove, IIl., 10 miles north of us, 
about 10 years ago. As a result we 
were among the first to feel the com- 
petition of the portable mill. How- 
ever, we are still in business and going 
strong. Last year we paid two 8 per 
cent dividends on the capital stock and 
expect to pay an 8 per cent dividend 
this year. Our fiscal year closes August 
1 


: Wishing you continued success in the 
publication of your splendid magazine, 
I am 
JOHN A. BOLGER, 

McHenry County Farmers Coop. Ass’n. 
West McHenry, III. 


* * * 


It’s a ‘“‘Humdinger’’ 

Our advertisement in the August is- 
sue of The Feed’ Bag certainly did look 
attractive, and, incidentally, the entire 
issue is a humdinger. You are indeed 
putting out a very fine publication. 

LES BROWN 

National Oil Products Co. 

Harrison, New Jersey 


Against Portables 


We have noticed that in your maga- 
zine, The Feed Bag, you have taken 
an active stand against the portable 
mill and in favor of the community 
miller. This company has always taken 
the same stand and we appreciate the 
interest you have taken in the matter. 

We further note that you are putting 
out a small pamphlet entitled, “Happy 
Is the Farmer Who Goes to the Mill,” 
and that this piece of literature is sold 
to community millers. We shall ap- 
preciate it if you will send us a copy 
of this circular and thank you in ad- 
vance for your courtesy. 

ROSCOE L. HOWE 
Anglo American Mill Co. 
Owensboro, Ky. 

+. 


Very Worthwhile 


Please change my address to 1311 
Grand avenue, Wuasau, Wis., from 
Wausau hotel, Wausau. 

I feel that your magazine is very 
much worthwhile. 

J. B. DAVIS 
Wausau, Wis. 


MR. AND MRS. W. D. WALKER, 
Arcady Farms Milling Co., Chicago, 
visited Nashville the weekend of Octo- 
ber 24. They were entertained by Mr. 
and Mrs. Joe Werthan and Albert Wer- 
than of the Werthan Bag Corp. 
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WISCONSIN 

Reitmann-Davis Mill Co., Galesville, 
has gone into bankruptcy. 

Farmers Feed & Seed Co., Hayward, 
has opened for business. 

Clark Brothers Milling Co., Cadott, 
has sold its power plant and feed grind- 
ing equipment to Malin Clark and 
James Svoma who will continue to op- 
erate it in a new location. 

George Healy, Waterford Mills, Wat- 
erford, has constructed a new addition 
to his establishment which will be used 
for storage purposes. 

F. C. Lea, Plainfield, has taken over 
the flour and feed business of the T. 
H. Cochrane Co. 

R. A. Jones Co., Foster, has installed 
a new hammer mill. 

Farm Service Stores, Inc., has pur- 
chased the business of the Fred Eck- 
hart Co., Viroqua. 

E. O. Wright, president, Wisconsin 
Milling Co., Menomonie, recently re- 
turned from a business trip to New 
York. 


OHIO 

L. M. Walden, formerly of Coolville, 
has opened a new feed store at Athens, 
and will operate on a cash basis. 

Noble Hatchery & Feed Store, Cald- 
well, has completed the construction of 
a new plant. 

Sugar Creek Milling Co. Sugar 
Creek, has installed a new grinder. 

Walter Schneider, Lancaster, has re- 
trieved the $12.00 which was recently 
stolen from his feed store. A boy, 11 
years old, confessed the robbery and 
returned the money. 

E. A. Allen, Cedarville, whose eleva- 
tor, salesroom and office were recently 
destroyed by fire, announces that he 
will continue to do business in a near- 
by building. 

F. A. Jenkins, feed dealer at Nor- 
walk, recently sustained two broken 
ribs when a motorist crashed into the 
rear of his automobile. 

Howard Equity Exchange, Howard, 
has changed its business to a cash 
basis. 

Sugar Ridge Grain Co., Dunbridge, 
has installed a new hammer mill and 
feed mixer. 

Westville Grain Co., Westville, was 
recently robbed of $100 by burglars who 
blew the safe. 

Monroeville Milling Co., Monroeville, 
has been taken over by M. Myers and 
Z.. Ernst. 


NEW YORK 

Warren Clemens, Pavilion and Wil- 
lard Clemens, Linwood, have formed a 
partnership to be known as the Grove- 
land Produce Co., and have leased the 
plant formerly owned by Ewart & Lake, 
Groveland, in which they will operate. 

M. J. Ward & Son, Savona, have pur- 
chased the L. S. Everson plant, Bath, 
and have installed a large attrition mill 
equipped with an electro-magnetic sepa- 
rator. 

N. A. Phillipi & Co., Freedom, have 
installed a new grinder equipped with 
an electro-magnetic separator. : 

Grange League Federation, Inc., Buf- 


‘falo, has installed electro-magnetic sep- 


arators on the grinders in 15 of its local 
stations. 

George Parrado’s feed mill, Frankfort, 
was recently damaged by fire, with a 
loss of $10,000. It had been in opera- 
tion for more than 100 years and was a 
landmark in the community. 
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Phone 
GENEVA 
7389 


“FOR BETTER SERVICE” 


HIAWATHA GRAIN COMPANY 
GRAIN MERCHANTS 
OMS 


Phone 
GENEVA 
7389 


MIXED FEED 


—Wheat Low Grade Flour, Red Dog. 
Middlings, Bran, Screenings 


not exceeding mill run ii 


ST.PAUL, MINN. —— 


Office 315 Corn Exchange ~~ 
MINNEAPOLIS, MINN. 


CAPITAL FLOUR MILLS, 


MINNEAPOLIS, MINN. 


Queen Wheat Feed 
Cherokee Middlings 
Mid-Dog Middlings 


ee Your trade will appreciate 
these quality feeds, and in- 
crease your volume of busi- 
ness which means increased 
number of customers and 
larger profits «. These quality 
feeds are manufactured in our 
own mills. 


Inc. 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


SMALL GRAINS 


in greater volume will be ground into Feed this year than ever before. 
Millers that operate DIAMOND MILLS will grind a large portion of 
this grain efficiently and economically. The grinding season is here. 
We have a Diamond Mill to fit your needs. 


Diamond Huller Co., Winona, Minn. 


Froedtert Breaks Ground 
For New Elevator 


Kurtis Froedtert, president of the 
Froedtert Grain & Malting Co., dug 
the first spade full of dirt when excava- 
tion was started October 27 for a 1,200,- 
000 bushel grain elevator being erected 
to provide additional storage at his 
company’s grain elevator and plant in 
Milwaukee. The new storage is to be 
ready in 90 days and will increase the 
capacity of Froedtert’s Milwaukee ele- 
vator to over 2,500,000 bushels. 

The new elevator will include 34 con- 
creté tanks each 125 feet high. It will 
be equipped with modern machinery and 
is located on the belt line so that in- 
coming and outgoing shipments may be 
made over either the Northwestern or 
Milwaukee railroads. One entire square 
block of additional property has been 
purchased to provide increased trackage 
facilities. 

Froedtert Grain & Malting Co. oper- 
ates other elevators at Minneapolis, 
Savanna, Ill., and Red Wing and Wi- 
nona, Minn. Walter Teipel is vice 
president; Curt Kanow, secretary, and 
Clarence Moll, manager of the feed de- 
partment. Ed. Christl is manager of 
the Minneapolis office. 


V. H. DANI, formerly associated 
with several manufacturers, including 
the Cereal Mills, Wausau, Wis., has 


purchased and is operating a retail feed 
business at Sugar Bush, Wis. 


HOME OF WCCO STUDIOS 


NICOLLET 
‘HOTEL: 


at the Gateway of 
MINNEAPOLIW 


When in MINNEAPOLIS 
why not gratify that long felt 
want of an atmosphere of 
, friendliness, comfort and re- 
laxation by staying at the 
NEW NICOLLET. 


Six hundred rooms complete 
in every detail at exception- 
ally reasonable rates. — 
ful beds. 


Moderately priced Restau- 
e tant and Coffee Shop. 


Three blocks from both : 
depots. 


Tourist Bureau directly op- 
posite. 


W. B. CLARK, Manager. 


Page Twenty-eight 


THE FEED BAG—NOVEMBER, 1931 


| 
| CAPITAL 
=— 
p | e 
> 
} 
ae Sw 
| | 
| 
| 
| 
: | 
| | 
| | 


Explains Buyer’s Guide 
For Feed Prices 


(Continued from Page Nineteen) 


in comparison with grains and other 
concentrates at present prices. If short 
on roughages, therefore, one should try 
to get along with a minimum of pur- 
chased hay but instead buy some of 
the bulkier and cheaper concentrates 
such as, at present prices, bran, mid- 
dlings, dried brewers grains, possibly 
screenings, or ear corn to be ground 
rather finely to corn-and-cob meal. Oat 
feed, also called oat mill feed or oat 
meal by-product, fits into this scheme. 
By feeding considerably more total con- 
centrates consisting in large part of 
such bulky feeds, one may reduce the 
roughage part of the ration. 


Oat feed as indicated in the guide, 
has in our extensive experimental work 
been found worth the same as timothy 
hay. It has also been found worth one- 
half as much as corn or hominy feed 
and 70 per cent as much as wheat bran 
when fed in properly balanced rations. 
At present prices (October, 1931) oat 
feed is a good buy in that it sells for 
relatively less than its actual feed value. 
It has been found that oat feed can 
be used, pound for pound, in place of 
timothy hay in dairy rations. With 
such low protein feeds, it must be re- 
membered, the grain mixture should 
have enough protein so as to keep the 
ration properly balanced. 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


While corn silage is a splendid rough- 
age, it is not indispensible in a dairy 
cow ration. Cows have produced milk 
cconomically with simply grain and hay 
but where no silage or root crops are 
fed, it is advisable to feed a few pounds 
of beet pulp soaked in water to each 
cow each day. It may also be desir- 
able in places to feed good legume hay 
once a day and the cheaper roughage 
such as oat feed, corn stover, oat straw 
or barley straw at the other feeding 


time. 

The above material is taken from ex- 
planatory pages accompanying the mim- 
eographed “Feed Buyer’s Guide” which 
may be obtained by writing the Uni- 
versity of Wisconsin at Madison. The 
Feed Bag believes that Professor Boh- 
stedt’s feed buyer’s guide, while the _ 
ratings may be subject to controversy, 
is a real contribution to the feed in- 
dustry where it may be used to advan- 
tage by feeder, dealer and manufacturer. 


TANK CARS * 


Pure Cane Molasses 
FOR FEED MIXING 


NATIONAL ‘CORPORATION 


PIER H. PORT RICHMOND 
Philadelphiay~ Pa. 


UGAR 


‘‘All your needs in grain and feeds’’ 


BUFFALO, N. Y. 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE 


FEED JOBBERS 


Represen ting: 


J. C. HUBINGER BROS. CO., Keokuk, Ia. Gluten 
HENRY LICH & CO., Kansas City, Milo and 
pe CREAMERY CO., Omaha, Neb................... Dried Buttermilk 
OHN A CRAIG & COMPANY, Philadelphia, Blackstrap Molasses 
MUr UAL BENDEBING CO., Philadelphia, Pa.....................-- eat Scra 
OYSTER SHELL PRODUCTS Co., Philadelphia, Pa................ Oyster Sh 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


PILOT 


abroad as the standard in 


and advertised. 


New York St. Louis 


OYSTER SHELL FLAKE 


has grown and grown in sales. It has 
long been the leader in volume and is 


accepted by poultrymen ‘here and 


PILOT BRAND is nationally distributed 


OYSTER SHELL PRODUCTS CORPORATION 


BRAND 


ces. 
PURE CRUSHED 
OYSTER SHELL 
TRS 


quality. 


London 
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When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 
Department A, Chicago, Ill. 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO., Milwaukee 


Cottonseed Meal 


ALL GRADES 


Arrival Drafts —~ Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


REG. U. S. PAT. OFF, 


MOLASSES 


GENUINE CUBAN BLACKSTRAP 


The NORTH AMERICAN TRADING and IMPORT CO. 


260 SOUTH BROAD STREET 
PHILADELPHIA, PENNA. 


Wire or Phone for Quotations 
CHICAGO NEW ORLEANS BUFFALO 


Tobacco Found Healthful 
For Poultry Flocks 


Tobacco, the bane of the small boy 
who conceals himself behind the wood- 
shed to partake of his first smoke, is 
beneficial to baby chicks and grown 
poultry, according to recent experiments 
conducted by several state agricultural 
colleges. Nicotine, it has been discov- 
ered, simply does not agree with the 
worms that often affect poultry and re- 
tard growth. It serves as an effective 
expellant if fed in the proper quanti- 
ties. 

The Sterling Remedy Co., Louisville, 
Ky., has produced a tobacco powder 
which can be fed directly to baby chicks 
and hens with mashes. Two per cent 
of the total amount of ingredients is 
the recommended quantity. Poultry, 
consuming mashes, containing the pow- 
der, is kept immune against worms, and 
is better able to thrive and mature into 
productive pullets or keep up egg pro- 
during records if already in the laying 
stage. 


ELMER PAETOW is now jobbing 
feed, grain and screenings as the Pae- 


_ tow Co., 409 Chamber of Commerce, 


Milwaukee. He has not been in the 
feed business the past year, but was 
formerly associated with the ‘Franke 
Grain Co. and the Cahill Grain & Pro- 
ducts Co. 


We Solicit Your Inquiries 


CANADIAN & DOMESTIC MILLFEED 
ALPINE BRAND OAT PRODUCTS 
SCREENINGS 


Maximum Service and Individual Attention 


J. A. FORREST 


Feed Merchant 
x SECURITY BLDG. Since 1900 MINNEAPOLIS 
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Shellbuilder 


is selected, bright in color, odor- 
less, perfectly screened, germ- 
proof, highly digestible, pure. It 
is packaged to sell. 


Write fora are (three sizes) and 
a price. You'll like them both. 


SHELLBUILDER, INC. 
Cotton Exchange Bldg. 
Houston, Texas 


Soo es. 
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Inexpensive Ingredients 


For Mixers 


Poultry Wheat a Specialty 
Barley—All Grades 
Corn—Oats—Mill Oats 
Barley Needles 


Ghe 


Grain Co. 


Established 1892 


Ground Screenings 
Ground Oats 
Ground Barley 


GROUND SCREENINGS 
with MOLASSES 


Fish Meal 
Mineral Mixtures 


CO. 


Chamber of Commerce..... Minneapolis 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


IF IN NEED 


of 
Dried Skimmilk 


or Pure 


Dried Buttermilk 


It Will Pay You to Wire US 
Car Lots Ton Lots 


T 


he Burton Mixer 
Saves Space 


Loading and unloading from the same 
end and with an overall height under 7 
ft., the Burton Feed Mixer saves space, 
facilitates convenient operation. 


And it mixes thoroughly. Hundreds 
of feed dealers testify to that. Let us 
refer you to some of them who are operat- 
ing Burtons near you. 


La Budde Feed & Grain Co. 


MILWAUKEE, WISCONSIN 
Anything In Feeds 


Burton Feed & Mixer Company 
2844 West Grand Blvd. Detroit, Mich. 
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has been organized to operate feed and 


CLASSIFIED | ont Lows C Arties Che 


Service department for our read- | E.J.KOPPELKA 
25c per line; Coal Feed Co., Madison, M CO 
minimum $1.00. was the victim of a recent holdup. The 
bandits escaped with $250. GRAIN FUTURES 
FOR SALE OR RENT Ann Flour & —_ Co., Ann, is con- 
ill and h in good - structing a ne ition. 
Co, Me 611 N. Broadway 
Bloomer, Wis. ig een a purchased the Harper 
CORN CRUSHER FOR SALE arper Feed Store and is remodel- 
One Dreadnaught Corn Crusher for sale. Ball ling it dl office purposes. _— MILWAUKEE, WISCONSIN 
bearing, like new. Run two weeks. List Price 


$220.00, for $125.00. Discontinuing mill. A real Fehrenbacher Bros., Newton, have 


buy for someone. A wonderful machine to ope- opened a new flour, feed and implement Phones Broadway 0032, Daly 0783 


rate. Write O. J. TRALMER. Oakdale, store. 
ELEVATOR FOR SALE Arthur Hall, manager of the Weaver 
Wisconsin Grain Elevator, potato house, hay Feed & Seed Store, Elmwood, has taken Member Milwaukee Grain 
house, coal buildings, etc., forsale; onC.& N.W. over the business & Stock Exchange 
R. R., direct to Chicago and St. Paul. In good Bl A : . 
farming country, Address MRS. JULIA NIE- uebird Coal Co., feed store, Harris- 
BUHR, Fall Creek, Wis. burg, was recently destroyed by fire. 


ILLINOIS 
Conigam-Bass.Co., Walnut, has made 


extensive additions to its feed grind- 
ing equipment. 


Bert Dunn, former county clerk and 


and produce business in Harrisburg. MINNEA 
Frank J. Beelman, New Athens, has POLIS : 
installed a new hammer mill. SPECIALIZE IN 
Mansholt & Oldenettel, illespie, 
have opened a feed store and will do GOOD B ADGER BR AND 
custom grinding. CORN and OATS 
Livestock Commission Co., Antioch, For Sele cted See ds 
WISCONSIN TRADE and Seed Corn 


TRY US. Milwaukee, Wisconsin 


MILLERS OF. 


Mother’s Best Flour 


GET MY PRICES—SAVE MONEY F. J. PHELAN CO. Molasses 


A. L. STANCHFIELD Peat Moss 
FLOUK. MILLFEED 418 Chamber of Commerce 
“Stand by Stan” . WIS. Salt 
: Car Lots .. Ton Lots 
GROUND OAT GROATS | | “Grain Futures” 
Low Fibre Content FEED SUPPLIES, INC. 
Special Attention to Hedg 506 Chamber of Commerce 
NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


Announcing a usiness 


Special Arrangement ani ty Fair, expands with 


Printed messages 


Meat Scraps Flour They are profitable 


Quantity Discounts Laboratory Tested. ADTKE ORTSCH 
Dealers Only Made Right and Priced Right. BROS. CO. 
Write f in i Est 1894 
Truck Loads or Car Loads 
So. St. Paul or Minneapolis lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). a 
ney Bros. Mill & Elev. Co. ATP 522 N. MILWAUKEE STREET 
Maney Bros. mill & Elev. Co. | !Cannon Valley Milling Co.| STREET 
i Telephone Main 3307 Collect MINNEAPOLIS, MINN. Broapway WISCONSIN 
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Use Percentage Guide 
For Feed Prices 


(Continued from Page Twenty-three) 


the part of his investment required for 
his manufacturing activities should be 
considered in establishing retail 
prices on straight ingredients. When 
he sells manufactured feeds, however, 
he should figure a manufacturing as 
well as a retailing profit. And when he 
offers custom mixing or grinding serv- 
ice, he should get a profit on these op- 
erations as well as a retailing profit 
on the feed ingredients he sells. 

The subject we are discussing is very 
broad and we have tried to present our 
ideas without writing at too great 
length. May we have your comments 
on what we have had to say? We will 
be glad to correspond with any of our 
readers personally about the subject dis- 
cussed in this article or any other prob- 
lem of the feed industry. 


MINNESOTA 
Carl C. Johnson, former assistant 
buyer for the International Sugar Feed 
Co., and recently engaged in the job- 
bing business for himself, died suddenly 
at his home in Minneapolis. He was 
44 years old. 


William LaCoursiere, Eix Feed Mill, 
Royalton, was burned about the face 
and hands when a can from which he 
was pouring gasoline ignited. The 
building was also slightly damaged by 
the blaze which followed. 


MYLES 
LOUISIANA SALT 


*‘Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


more of it~ its 


INCREASE THE 
MILK YIELD 


BY FEEDING 


PURITY DRIED 
GRAINS 


Protein 21% Fat 6% 


A perfect feed for the 
Dairy Cow and all 
other farm animals. 


WRITE 


Jos. Schlitz Beverage Co. 
Dept G. Milwaukee, Wis. 


MARDEN’S 


is ‘““Certified’’ 


That means?when you use 
MARDEN’S in your feed for- 
mulas you are getting full vita- 
min strength—both ‘‘A’’ and 
“‘D’’? —‘properly balanced as 
Nature intended it. A pure, 
Newfoundland oil that pro- 
duces results at lowest cost per 
feed ton. 


MARDEN’S 
CERTIFIED 


COD LIVER OIL 


Write for booklet and low 
quantity prices. 


MARDEN-WILD CORP. 


512 Columbia St., 
212 East Ohio St., 


- Somerville, Mass. 
- Chicago, IIl. 
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ARDRATE 


mums RDORATE artificiallydried 
Alfalfa is the finest meal obtainable 
for mixing with mash and feed for- 
mulas. Ardrate Alfalfa has the 
following advantages over sun- 
dried Alfalfa: 10% more protein; 
7 times richer in vitamin ‘‘A”’; 
lower fibre content; natural color. 


ARNOLD DRYER CO. 
Manufacturers of the ‘‘Ardrier”’ 
3000 W. Montana St. MILWAUKEE 


Write or wire at 
once for prices and 
generous mixing 
sample. 
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CUSTOMERS 
WILL INSIST ON.... 


Blue Ribbon 


Sweet Dairy Feed 


... AGAIN THIS YEAR 


Obtainable in Straight or Mixed 
Cars with the BLUE BELL 
Quality Line of Dairy, Poultry, 
Pig and Hog Feeds. 


BROOKS MILLING CO. 


and ‘Grain 


| | 
THE RIEBS 


MINNEAPOLIS «» MINNESOTA 


Separators and Graders 


cal impro 


BUHLER 


BALANCED 


The most highly refined sieve- 
oscillating and shoe-balanc- 
ing mechanism the world has 


Ex ss ng — achine of es the eccen 
practically all m dus 
can be converted to a ng, trouble 
the BUHLER DRIVE e ordina 
Write for 125 FB Catalog & 


S. Howes Co., Inc. | Silver Creek, N. Y. 


For further 


The Vitamin A from Normal 


Feeding Rations is not 
Sufficient for Best Results 


ECENT tests made under the most 

scientific conditions have shown that 
the combination of A and D Vitamins 
as found in cod liver oil produce definitely 
better results than where the supply of 
Vitamin A is limited to the normal feed 
ration and extra supplies of Vitamin D 
alone are added. These tests have shown 
that an ample supply of A is essential ‘‘and 
have further demonstrated that smaller 
amounts of D are more effective with the 
full quota of A than larger amounts of D 
without this proper balance of A.*”’ 


CLO-TRATE supplies the ideal com- 
bination of both of these vitamins as found 
in cod liver oil, and equally important, it 
supplies them with a minimum of fats. 
Excess fats are injurious to chickens, up- 
set digestion, and materially reduce the 
effectiveness of the vitamins. 


113 North 13th Street, Newark, N. J. 


in Raising Poultry 


CLO-TRATE provides both the 


Essential A and D Vitamins of 
Cod Liver Oil in the most effective form 


HEALTH PRODUCTS CORPORATION 


CLO-TRATE is a concentrated cod 
liver oil from which the bulk of the non- 
vitamin-bearing fats has been removed, 
thus providing the maximum amount of 
the essential A and D Vitamins with a 
minimum amount of fat. 


CLO-TRATE mixes readily with any 
feed. It has all the advantages of straight 
cod liver oil without its disadvantages. It 
is superior to any feed supplying Vitamin 
Aor Vitamin Dalone. It is most economi- 
cal. It will pay for itself many times 
over in the production of strong, healthy 
poultry. 


* If you would like to have a copy of the 
detailed report of the tests conducted by 
Dr. Henry T. Mason on the effect of various 
combinations of A and D Vitamins on the 
growth, bone development and general con- 
dition of pouliry, write to the Health 
Products Corporation at the address nearest 
you. 


323 West Polk Street, Chicago, Il. 


CLO-TRATE 


Reg. U S. Pat. Off. 


information and quotations write to either of the above 


CONCENTRATED COD LIVER OIL 


addresses 


King Midas Joins 
in Thanksgiving 


THANKSGIVING DAY will be 
observed throughout the nation on 
November 26. And the King Midas 
Mill Co., at this time, thanks its many 
dealers for their help and cooperation 
which has made King Midas flour 


the leader in Wisconsin. 


MIDAS MILL CO. 


MINNEAPOLIS, MINN. 
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